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Field—An In- 
creased Opportunity 


UR Agents can sell policies on the annual 
premium plan, up to $3,000, to young men and 
young women as young as age 2—protective insurance 
and Educational and Business Start Endowment Insurance. 
This extension of the age limit for Ordinary Insurance down to 
age 2 helps our Agents considerably. We issue Participating and 
._ Non-Participating Policies. As regards adults, we write contracts 
with Double Indemnity provisions covering any kind of fatal accident, 
or with Double Indemnity provisions covering fatal travel accident 
only, as may be desired. We issue policies with waiver of Pre- 
mium and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. 


“THE OLD COLONY LIFE 
INSURANCE COMPANY 
of CHICAGO, ILL.” 


i a 











\ 





OF ILLINOIS 


Sustained Enthusiasm 


Under the spur of enthusiasm men 
can do great things. en enthusiasm 
wanes accomplishments diminish. 


The Central Life of Illinois agents 
do not show diminishing results. 
Their enthusiasm is sustained, - 
sustained because they have ground 
floor propositions with a company 


over which they can be enthusiastic, 
one with a past that can be remem- 
bered, with a present that is an in- 
spiration and a future that is a spur 
to bigger things. 


There are some ground floor'openings 
for men who wish to profit by the 
sustained enthusiasm possible with 
a company like the 


CENTRAL LIFE INSURANCE CO. OF ILLINOIS 


OTTAWA, ILLINOIS 


$32,000,000.00 in Force 


$3,000,000.00 Assets 


H. W. JOHNSON, Pres. 


W. F. WEESE, Vice-Pres. 


S. B. BRADFORD, Sec’y. 


Illinois — Missouri—lowa—Minnesota—-Nebraska—South Dakota-—Michigan and 
just admitted to Kansas and Texas where we want a few high class General Agents 
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SLIGHT FALLING OFF 
IN LIFE PRODUCTION 


Summer Months Have Shown 
Some Decline in New 
Business 


BIG WORK IN SIX MONTHS 


Company Officials Are Studying Very 
Carefully the Situation in the Life 
Insurance Field 


NEW YORK, Aug. 2.—According to 
general report there has been a slight 
falling off in the amount of life insur- 
ance written during the past few weeks. 
It has been no more than might be ex- 
pected during the vacation season. In 
the opinion of company executives 
will be fully offset by additional busi- 
ness secured during the remaining 
months of the year. One very proper 
reason for reduced writings on the part 
of the giant offices just now is that 
their agency conventions are on and 
their star producers are relaxing. 

July and August Poor Months 


True, they are gaining added stimu- 
lus for future work, but experience has 
demonstrated that a man taken from 


his customary environment requires a 
little time to get back into harness, so 
that the full effect of the inspiration 
derived from sectional agency gather- 
ings will not be felt for several weeks. 
July and August are regarded as the 
poorest business producing months in 
the year, and it may prove that the next 
thirty days will disclose a more pro- 
nounced falling off in returns than has 
been evidenced thus far. 


Big Increase in Six Months 


Broadly speaking, the life companies 
during the first half of 1920 went far 
and away beyond their production rec- 
ords for the same period of last year, 
or of any previous period, for that mat- 
ter. Though business. is easily to be 
had there has been no cessation of ef- 
fort, each office inspiring its respective 
field force to secure all the desirable 
risks possible. The net surplus ac- 
counts of most of the companies are 
sufficiently large ta stand the strain of 
exceptional writings. The heavy inter- 
est earnings now had upon investments 
is another factor that permits them to 
drive forward without worrying as to 
the effect upon their finances. Mana- 
gers and agents realize that the more 
life insurance sold during the present 
period of unexampled prosperity, the 
easier it will be to write business in 
the future. They are working with that 
thought in mind. The majority of 
agents are beyond their allotments, 
some exceeding the figures by nearly 
300 percent. 


One Company Puts on Brakes 
So freely is business coming in that 


one of the stalwart New England com- 
Panies is rather put to it to check the 


241. 





FIRST YEAR IS ENDED 


SPLENDID RECORD WAS MADE 


School of Life Insurance Salesmanship 
at Carnegie Enrolled 241 Students, 
90 Percent Graduating 


The first year of the School of Life 
Insurance Salesmanship at Carnegie 
Institute in Pittsburgh closed with the 
ending of the summer course July 21. 
There were 61 students registered in 
the summer term, bringing the total 
number of enrollment the first year to 
About 90 percent of the students 
enrolled have graduated, which is con- 
sidered an exceedingly good ratio. 

A number of students have had from 
five to nine years soliciting experience. 
Some of these contemplated becoming 
agency supervisors and hence desired 
to have the benefit of the course. They 
had an opportunity to observe the 
methods of teaching and get some new 


ideas. 
Comment by Lovelace 


Griffin M. Lovelace, secretary of the 
school, declares that the average 
scholarship has been unusually high for 
such group of students. This is due, he 
believes, to the fact that men and 
women going to the school had a 
definite purpose in mind. They desired 
to accomplish certain results in the 
time allotted. During the first year 44 
different companies were represented. 
Practically all the recreation hours 
were spent by students discussing prac- 
tical problems of life insurance sales- 
manship. Mr. Lovelace asserts that the 
students lay considerable emphasis 
upon the value they receive from mu- 
tual criticism. A spirit of great frank- 
ness has developed among them and 
criticisms are usually given in a spirit 
of helpfulness and received with appre- 


ciation. The next term will begin Oct. 
4. It has been decided to limit the 
registration for this term to 60 stu- 
dents. 

inflow. To that end it has abandoned 
its customary agency convention; is 
declining all offerings from brokers 


and refusing to add to its present field 
staff, even when agency applications 
are sent it from desirable parties, who 
under other conditions would promptly 
be given contracts. The company’s 
management feels that it simply must 
apply the brakes, for at the rate busi- 
ness is being offered it might suffer 
severely should an epidemic such as 
visited the country two years ago again 
develop, or a marked depression in the 
financial market take place. In life in- 
surance there is such a thing an 
embarrassment of riches, and this con- 
dition now confronts a number of the 
offices. 
Farmers Are Good Prospects 


as 


As to the near future. Some observ- 
ing managers note a tightening in the 
credit market, and feel that this will 
have its effect in the solicitation of life 
insurance. All are agreed, however, 
that the field force has not yet put 
forth anything like the effort it is capa- 
ble of, and that the present rate of | 





CLUB HAD A Sas | 


CLEVELAND LIFE CONVENTION 
we | 
Agents Qualifying Membership 
Were Taken on Trip to the 
Thousand Islands 


for 





organization of the 
which is known as the 
Foremost Club, held the most success- 
ful business convention in the com- 
pany’s history. More men qualified for 
membership in the club than ever be- 
fore. An inside organization was cre- 
ated to be known as “The Inner Circle” 
membership, in which can be qualified 
for only on a basis of $200,000 in paid- 
for business during the club year. 

Those attending assembled at Cleve- 
land, where a reception was held and 
welcoming —?, sses given at the home 
othce by Wm. H. Hunt, president, and 
KF. F. ioe vice-president. Then 
followed an hour in the spacious bath- 
ing pool at the Cleveland Athletic Club. 
Following dinner at the club the party 
embarked for Alexandria Bay, N. Y., 
via Buffalo and Toronto. 


The agency 
Cleveland Life, 


Geld Made the Presidency 


Upon arrival there business meetings 
were held morning and afternoon. So 
keen was the interest of the Foremost 
Club members that an extra meeting 
was held on the steamship on the trip 


home from Buffalo to Cleveland. 
Julius Gold qualified as the club 
president for the club gear of 1920-21 


and Louis Martin as vice-president. 
During the course of the business 

meetings the following addresses were 

“The Medical Department In 


given: 
[ts Relation to Life Insurance,” Dr. J. 
C, Placak, medical director; “The Re- 


Home Office to the Field,” 
secretary; “The Cleve- 


lation of the 
H. M. Moore, 





Our Company,” William H. 
“Questions and Prob- 
lems of Interest,” A, A. Rydgren, actu- 
ary; “Pertinent Facts That Deal With | 
Field Problems,” H. S. Sutphen, vice- 
president and manager of agencies, as- 
sisted by O. S. Boda, J. C. Utterback 
and E. J. Strickland. 


ee 


land Life, 
Hunt, president; 


through increased activity on the part 
of the agents even should there be a 
marked decline of prosperity in manu- 
facturing and mercantile circles. The 
farmers of the land are prospering to 
a far greater degree than ever before. 
No matter what may happen in other 
lines of effort it is argued that these 
producers of the necessities of life will 
continue to get good prices for their 
product, and have money with which 
to pay life insurance premiums. Agents 
are finding the farmers fine prospects 
and an unusually large amount of busi- 
ness is being sold to men following 
that vocation, particularly in the West 
and the South. 


Insanity Is Chief Cause 


Insanity is a prolific cause of total dis- 
ability, one of the great life insurance 
companies writing such forms of indem- 
nity finding that 50 percent of its dis- 
ability claims are the result of insanity 





business production will be maintained | on the part of the assured, 
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NORTHWESTERN MUTUAL 
AND ITS MAIN FEATURES 


Some Distinguishing Character- 
istics Are Presented by Vice- 
President Cleary 


|ADHERED TO PRINCIPLE 


Company Has Been a Pioneer in 


Establishing Some Marked Agency 
Practices and Plans 


MILWAUKEE, WIS., July 30.—The 
“The Northwestern's Fu- 
ture,” by Michael J. Cleary, vice- 
president of the Northwestern Mutual 
Life, 
of insurance of 


address on 


commissioner 
before the 
of the 
of 


formerly state 
Wisconsin, 
final session of the convention 
Northwestern Mutual 
is hailed as 


and 


Association 
the most 
concerning the 
company 


Agents, one of 


important utterances 
reasons for the success of a 
that has ever been made through official 
sources. Courageous adheren 

principles laid down in the earlies 

of the Northwestern by the succ 

to the fathers of the institution untn 
the present day, and assurance of a per- 
petuation of the ideals by future man- 
agement, coupled with an agency or 
ganization of distinctive characteristics, 
were ascribed by Mr. Cleary as the rea- 


son why the Northwestern has come 
to be not only one of the largest but 
one of the safest companies in the 
world. Mr. Cleary spoke in part as 
follows: 

“The Northwestern has always had 
the courage to resist the very real 
temptation to do as others have done 


to the end that greater volume might be 
had. Persistent and consistent adher- 
ence to this principle has controlled 
the Northwestern has remained 
true to its purpose to make quality 
and results paramount to size or ex- 
pediency. 
Purpose of the Founders 


words of the late 
Palmer in 1896: ‘We have 
that the Northwestern 
should be the largest company in the 
world, but we have an ambition that 
it should be, as it is, the safest life in- 
surance company in the world.’ Into 
this sentence he crowded a crystalliza- 
tion of the purpose and policy of the 
founders and their successors. That 
purpose is indelibly stamped upon the 
company. For 62 years it has guided 
those who have managed this com- 
pany. Their influence and the success 
attained by adherence to tat principle 
will guide its future manag «ments. De- 
votion to that purpose is a guarantee 
of future results. 


“We recall the 
Henry L. 
no ambition 


Northwestern Agency Organization 


“Your applause is not invoked when 
I say frankly that one of the dis- 
tinguishing features of the Northwest- 
ern is its incomparable agency organ- 
ization. If the agency organization 
of this company is distinct from that 
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The accompanying observations 
by Vice-President M. J. Cleary 
of the Northwestern Mutual Life 
are printed in The National Un- 
derwriter, because they analyze 
carefully the individual traits of 
a great institution. Naturally 
the publication of such observa- 
tions constitute what is known 
in mewspaper parlance as “free 
advertising.” By this is meant 
a story is printed that should 
really & used as advertising dis- 
play. However, it is interestin 
to study the individuality of dif- 
ferent life insurance companies. 
A company that has distinguish- 
ing marks, that has some striking 
talking points, cannot help but 
make itself felt. It would seem 
only appropriate that companies 
give more attention to this analy- 
sis of their history, their achieve- 
ments, their policies and assemble 
as Mr. Cleary has done, the fea- 
tures that mark a company as a 
thing apart. Naturally Mr. Cleary 
speaks from the Northwestern 
standpoint. He is an official of 
the company. Nevertheless, all 
will agree that the Northwestern 
is a distinctive company with 
marked characteristics so that an 
analysis of its traits make an in- 
teresting chapter in its biography. 











of other good companies, there is a 
reason. To me the reason is clear and 
promising. It is built upon a policy 
intended to produce what it has pro- 
duced—a policy that has no attraction 
for the undesirable type, and he is not 
found in our organization. 


No Brokerage Rule 


“The no-brokerage rule has kept 
away the man who wants to be loose 
in his loyalty. The anti-rebate rule 
has kept away the man of easy and 
loose business morals. These rules 
were adopted when it took courage to 
announce them and adhere to them. 
They do distinguish the Northwestern 
from other companies because they are 
distinctly Northwestern. It established 
and adhered to them when the task 
was not what it is today. They evi- 
dence again adherence to principle. 
These rules make for quality and not 
quantity of business. Ambition for size 
will not be permitted to interfere with 
the accomplishing of our purpose. 

“Only men who want to be whole- 
hearted in their loyalty to the North- 
western, and clean in business morals, 
are attracted to it under its. agency 
rules. To compensate and protect that 
kind of men the company adopted and 
rigidly adheres to’its civil service rule. 
Northwestern agents know that when 
general agency positions are to be filled 
Northwestern men will fill them. This 
is distinctively Northwestern policy. 
Again, size is subordinated to quality 
and a square deal to loyal, conscien- 
tious service. 


Result of Wise Policy 


Referring again to the courageous 
fight for principle and the splendid 
results it has brought, Mr. Cleary said: 

“During the year 1919 the North- 
western not only maintained its liberal 
dividend scale—an incident noteworthy 
enough in current history to warrant 
pride and publicity—but it maintained 
and increased its surplus, and absorbed 
some $300,000,000 of new business. This 
remarkable accomplishment was not 
the direct result of anything which hap- 
pened last year or the immediate year 
before that. It was the result of a 
sound and wise policy, established by 
early management and religiously ad- 
hered to by succeeding administrations. 


Not Done European Business 


“Putting quality, safety and results 
to policyholders above size, the North- 
western has been kept wholly Ameri- 
can. 
a trans-oceanic 


Never in all-its career has it done 
business. And _ so, 





when the recent world war broke, it had 
no territory to abandon, no securities in 
jeopardy, and no vast war mortality to 
fear. Not only has it limited its terri- 
tory, but it has taken the choice of 
this choice region. It operates only in 
such portions of the United States as 
promise to maintain its splendid mortal- 
ity results. Our risk selection has been 
a very prominent, important and tra- 
ditionally distinguishing feature of this 
company. It is a historical fact that 
Northwestern mortality has been a most 
potent factor in Northwestern results. 
“Tt is not the label upon the package, 
or the name of the vendor, but con- 
stant adherence to standard that results 
in the sale and resale of any line of 
goods to the patrons of an institution. 
A very marked, distinguishing feature | 
of the Northwestern is the volume of | 





M. J. CLEARY 


business that it sells to its satisfied 
policyholders. During the past year, 
exactly 49.40 percent of the new busi- 
ness written was upon the applications 
of men who already were policyholders. 

“Results to members depend and will 
depend upon four well-defined factors: 
interest, mortality, expense and the 
safety of the investment. In each of 
these essential factors the Northwest- 
ern has not and does not suffer in com- 
parison with its contemporaries. 
Economy of management always has 
been one of the distinguishing features 
of this company. No extravagant sal- 
aries ever have been paid; no political 
contributions ever have found their way 
onto its books, and no extraordinary 
expenses or speculative ventures of any 
kind have been indulged. Northwestern 
investments have been _proverbially 
safe and productive. This has been 
one of its conceded distinguishing fea- 


tures. 
Investment Policy 


“The investment policy of the North- 
western is so well grounded and so 
rigidly observed that in some of the 
strenuous days, now happily passed, the 
company was able to steer a straight 
course, doing its full duty to its coun- 
try and at the same time maintained 
the traditions of the company and pro- 
tected the best interests of its policy- 
holders. That policy demonstrated its 
soundness and its wisdom in a most 
trying period that any business has 
ever been subjected to. 

“Some people are pleased to ascribe 
much of the success of the Northwest- 
ern to its charter provisions and to the 
law of the land. Neither charter provi- | 
sions nor laws can make any life com- 
pany strikingly good or bad. These 
rules of action which make for the 
reputation and for the destinv of any 
company are written primarily into 
the hearts and souls of the men who 
administer its affairs, and this includes 
you in the field as well as us in the 
home office.” 





NORTHWESTERN MUTUAL 
CASE IS REVIEWED 





Decision Did Not Cover Question 
of Insurance Claims as 
Income 


ISSUE ON ANNUAL RECEIPTS 


Dividend if Surplus Is Held in No 
Sense To Be Dividend of 
Profits 


BY JOHN R. MeFEE 


Tue Nationa Unperwriter of July 
21 published comment of the general 
counsel of the Northwestern Mutual 
as to the effect of a decision of the 
United States circuit court of appeals 
for the seventh circuit, which em- 
braces Illinois, Wisconsin and Indiana 
in a case in which that company was a 
party. Some underwriters were keen 
to know whether the decision may have 
provoked some consideration by the 


court of appeals of the meaning of in- 
come as applied to life insurance. I 
have examined the opinion of the court 
rendered by Judge Page. 

The facts in the case did not involve 
consideration of the question, now 
of vital interest to life underwriters, the 
question whether the proceeds of a 
policy payable or paid as a claim may 
ever be considered as income under 
the income tax sections of the federal 
revenue law. The case is_ entitled 
Henry Fink, collector of internal rev- 
enue for the eastern district of Wis- 
consin, vs. Northwestern Mutual Life, 
and was decided in Chicago at the 
April, 1920, session of the October term 
1919 of the court of appeals. 


Victory for the Company 


As the counsel for the Northwestern 
Mutual has stated, the decision on the 
important questions considered gave a 
victory for the company. The case did 
not arise under the present or preced- 
ing federal revenue laws at all, but 
under the excise tax law approved Aug. 
5, 1909. The Northwestern Mutual’s 
returns under that law of income for 
the years 1909 and 1910 were amended 
by the collector to include dividends 
applied at the option of the policy- 
holders to purchase paid-up additions 
and annuities and also dividends ap- 
plied at the option of policyholders in 
partial payment of renewal premiums, 
as if income of the company within 
the meaning of the excise act for the 
past year during which such options 
were exercised. The company paid the 
increase demanded over its return un- 


der protest. 
Excise Tax Act 


The act of Aug. 5, 1919, is properly 
designated as an “Excise Tax Act.” 
This means that its validity rests in the 
power of Congress to levy excise taxes 
—an unauestioned power—and not un- 
der the 16th amendment, which gives 
to Congress the power to tax incomes 
generally. Whilst the act by its lan- 
guage provides that “Every insurance 
company * * * shall be subject to pay 
annually a special excise tax * * * 
ecuivalent to 1 percent upon the en- 
tire net income over and above $5.900 
received bv it from all sources during 
such year.” it is evident that income is 
not used in the act in its truly technical 
sense of gain or profit. It is rather 
used as synonvmous with receipts. As 
an excise tax the statute imnoses a tax 
on the transaction. the receipts of the 
so-called income. The basis of the tax. 
however, is the income, in the general 
sense of receipts during the vear. 

Judge Page holds true this funda- 





mental principle, that “The dividend 
of surplus is in no sense a dividend of 
profits.” He says: “By dividing such 
a surplus by means of the so-called 
‘dividend’ the company simply says to 
its policyholders: ‘There is available 
to you, from funds heretofore paid by 
you to the company, a sum of money 
that may be used by you for the pay- 
ment of premiums, paid-up additions, 
annuities, or whatever use you may 
choose to make of it.” He then holds 
that as the excise law did not take effect 
until Jan. 1, 1909, the surplus converted 
into dividends in 1909 was received by 
the company before the law went into 
effect and so was not income for 1909. 
“The surplus from premiums, out of 
which the dividends for 1909 were de- 
clared,” the court’s opinion states, 
“were a part of the income for 1909 
and formed a basis for taxation under 
the excise law for that year, and could 
not. as dividends, form a basis for 
further taxation. In other words, the 
fair interpretation of the statute is that 
‘ncome forms a bsais for taxation only 
for the year in which it was received.” 


Further Points Made 


The court also holds that the ex- 
pression in the act “income received 
during such year” looks to the time of 
realization rather than to the period 
of accrument. The opinion also holds 
that interest on policy loans, added to 
the principal bv the terms of the con- 
tract, was to be considered as added 
at the time the interest hecame due.” 
The court, however, holds that de- 
creases in value of assets becance of 
amortization are not to be considered 
as deduction of income within the 
meaning of the excise act. The court 
further held that the company could 
not deduct additions to reserve funds 
because of liability on supplementary 
contracts not involving life contingen- 
cies, and cancelled policies upon which 
a cash surrender value mav be de- 
manded. Of course, the additions to 
terminal reserves as required by the 
state law of Wisconsin were proper de- 
ductions from the companv’s income 
as contemplated by the excise act. 


Terminal Reserves 


In considering this latter question the 
court gives clear definition to what is 
meant by terminal reserves. Actuary 
Evans is quoted with approval thus: 
“The reserve is the balance of cash that 
the company must have on hand in 
order to pay out the contract, assuming 
that the future premiums under the 
policy are paid to the company; or, in 
other words, the increase in the re- 
serve of the policy would be, specific- 
ally, the amount of the premium for 
that year paid in, interest on the entire 
sum and the cost of the insurance de- 
ducted.” Assistant Secretary Anderson 
is quoted in the opinion as _ having 
stated: “When the policy becomes a 
claim it is charged off in the death loss 


account as a disbursement * * * 
for the full amount * * * of the 
policy.” 


Deduction at Death 


Mr. Anderson, when asked if any- 
thing is deducted from the general re- 
serve fund when death occurs, testified: 
“— corresponding amount to the death 
loss which was taken out of disburse- 
ments—the reserve—is held on_ that 
policy. I mean that one part of a re- 
serve account is wiped out and another 
created.” 

The court then states: “Just here is 
the misconception as to what is a life 
insurance reserve. The reserve meant 
in the law is that fund which is built 
up to mature the policy.” 

It is apparent, therefore, that the 
question of vital interest now to life 
underwriters as to whether the pro- 
ceeds of a policy payable or paid as 2 
cla‘m shall ever be considered as income 
under the income tax sections of the 
present revenue law is not affected by 
this decision. 
elt seems unfortunate that the word 
income” should be ever used apart 
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from the meaning properly attached to 
it under the 16th amendment of the 
federal revenue law. That meaning 
seems to be that income must be in 
some form a profit or earning from 
labor or human effort, from capital, or 
the provider of capital with labor or 
human effort, which we usually call 
business. 

The part of the opinion here re- 
viewed as to dividends, “that it is in no 
sense a dividend of profits,” should 
sustain the contention that the income 
tax law aims to tax precisely what is a 
return in the nature of profits. So, if 
insurance provides indemnity or makes 
a return of capital it provides a com- 
pensation for capital, it is not income. 


Paid Under Protest 


It should be noticed that the com- 
pany paid the tax demanded under pro- 
test, a necessary requirement under the 
law for procedure to recover the tax. 
As a _ general proposition voluntary 
payment of a tax unlawfully levied 
does not give a clear right of recov- 
ery. Hence payment under protest is 
a necessary procedure, where questions 
of the right of taxation actually levied 
are to be contested. 


Missouri State’s Group Cases 


Among the recent group cases closed 
by the Missouri State Life are the fol- 
lowing: 

The First National Bank of St. Louis 
has given each of its employes $1,000. 
The total number of employes covered 
in this case is 650. 

The Kinloch Long Distance Tele- 
phone Co. of Missouri covered each of 
its employes, as well as the employes 
of all its subsidiary lines, including the 
Kinloch Telephone Co., the Suburban 
Telephone Co. and the Sedalia Home 
Telephone Co., for an amount of in- 
surance depending upon the length of 
the employe’s service. The insurance 
in this case is effective on. all employes 
who have been in the service of the 
company three months or more, and 
there are over 500 employes covered 
initially. 

The St. Louis Union Trust Co. has 
covered each of its employes for $1,000. 

The National Bank of Commerce of 
Kansas City, Mo., has insured its offi- 
cers and employees on a plan which 
determines each employe’s insurance 
by both his salary and length of em- 
ployment. This case was closed 
through the efforts of General Agent 
Maddox. 

Claes & Lehnbeuter Manufacturing 
Co., of St. Louis, engaged in cabinet 
making, through Agent Otto F. Franck, 
has insured all of its employes under 
a group contract, the amount of insur- 
ance depending upon the employe’s 
length of service. 


Abstainers & General Dies 


DES MOINES, IA., Aug. 3.—Here 
lies another victim of Prohibition—the 


Abstainers & General Life of Des 
Moines. 
Some weeks ago a receiver was 


named for the concern at the petition 
of a bunch of stockholders, who dis- 
covered that the president, J. G. Mon- 
chief, had removed to England, 
leaving the concern floundering on the 
billows. The receiver has now filed his 
report in the courts at Des Moines. 
He recommends that the company be 
dissolved, the affairs be straightened 
out, all expenses be paid by the stock- 
holders and the balance returned to the 
stockholders who have paid the most 
in on their purchased stock. 

The report shows that $50,000 in 
Stock was sold at par. Many of the 
purchasers, however, had paid in only a 
part of the amount owed. The exact 
amount of the liabilities has not been 
determined but the report says they 
will be more than the available assets. 

The Abstainers was formed for the 
Purpose of writing life insurance on 
the lives of those who did not use 
iquor in any form. The advent of pro- 
hibition knocked out the concern. 


| payment 








Valuation Results of Fraternals 


HE Wisconsin insurance depart- 
ment has issued a table showing 
valuation results of fraternals as 
of Dec. 31, 1919. In making some ex- 
planation of the table, Commissioner 
Whitman says that the required re- 
serves, being the amount of assets each 
fraternal should have on hand in order 


to mature all future death losses in full 
without any change in the rates of as- 
sessment, are shown in column 4, 

The assets on hand available for the 
of future death losses are 





admitted assets and liens and loans on 
certificates valued according to the 
prospective method, the following 
items: balances in expense funds, the 
excess of the liabilities of the expense 
funds over the actual balances in such 
funds, the total liabilities of the benefit 
funds, and the balances in special funds 
when the benefits payable from such 
funds are not valued. 

The ratios percent of actual assets to 
required reserves are shown in col- 
umn 6. These ratios, expressed in dol- 
lars, show the actual amount of assets 
the societies have on hand for each 


| The ratios percent of assets actual 
and contingent to liabilities actual and 
contingent are shown in column 7. 
Commissioner Whitman says that 
the valuation results are not to be used 
as a test of the financial solvency of a 
society. The purpose is to indicate 
what will’ be necessary in the way of 
increased contributions from the mem- 
bers. If a society shows a ratio per- 
cent of less than 100 percent, the valua- 
tion results indicate that the rates of 
assessment will have to be increased at 
some time in the future. Under the 
Wisconsin laws, all societies must re- 


























shown in column 5. The amount is | $100 of assets which they should have | serve the right to levy additional as- 
obtained by deducting from the total | on hand. sessments. The following is the table: 
(7) 
Ratio % 
(6) of assets 
Ratio % (actual 
(3) - « , (5) ofactual and con- 
y< . jetty d otal ne Assets assets inge 
Name of Society (1) (2) Net value of value of available (col 5) Cnaeat) 
Present mid- Present mid- certificates outstanding for payment to bilities 
year value year value valued on certificates of future required (actual 
of benefits of future net tabular (required death reserve and con- 
promised contributions basis reserve) claims (col, 4) tingent) 
WISCONSIN SOCIETIES 
Aid Associations for Lutherans.... os $ 1,110,670 *$ 1,296,260 $ 1,375,696 *106.1 4106.1 
American Catholic Union......... $ 311,800 $ 139,92 cote nesses 171,877 4§ 28.5 60.7 
Beaver National Mutual Benefit... ee er sss 23,457 23,457 109.0 106.5 
Beavers Reserve Fund Fraternity. 9,627,850 2,838,799 = =—=«_-. cer weeee 6,788,050 20.3 44.3 
Beavers Reserve Fund Fraternity 
(Trustee Natl. Frat. League)... oo -ss+«++*+ sw eee 751 751 32.8 70.2 
Catholic Family Protective AsSm.. = «sree  «=—_—_ wenn wnne 224,968 224,968 116.2 116.0 
Catholic Knights of Wiscomsin.... «sree +* —=—_—_ ween ewnne 4,871,308 4,871,308 19.3 19.8 
“oncordia Mut. Aid Society of Wis.  -++++++++ we wee eee 11,306 11,306 102.0 101.1 
Employes Mutual Benefit Assn.... re ee 21,568 21,56! 27.8 113.9 
Equitable Fraternal Union........ 1,173,416 eS: Bree 18, 4105.7 4103.0 
Farmers Life Insurance Assn..... 922,826 321,918 24,810 25, 15.8 44.6 
Fraternal Reserve Association.... +s---+--- ws anus 170,837 3, 4102.3 41025 
G. TW. G. GereeOMte..cccccccceseces 3,331,023 1,237,508 ......+... 2,093,515 19.5 49.5 
Knights of the White Cross...... 0 ( sssesesss nee ees 62,106 62,106 11.1 11.1 
Polish Association of America....  «++++++++ «wwe eenee 713,435 713,435 11E 161 166 
Polish Federation of America.....  «<+-+- eee se et ett es 17,372 17,372 2 126.8 126.6 
Scandinavian-Amer. Fraternity... 1,951,985 794,788 2,844 1,160,041 199, 17.1 50.8 
South Slavic Benev. Union-Sloga.. «seers es —«=—_—_s www uunnes 32,007 32,007 33 103.5 103.5 
United Aid of Sheboygan......... seeeceees «nee eeee 71,270 71,270 2 37.7 37.7 
United Danish Societies of Amer... — ceeeeeees ewe wnnne 49,159 *83,182 83, 4100.8 4100.8 
United Order of Forresters....... 0 -+s++-5+- Seocenees 937 *298,110 35 *117.6 *116.1 
Wis. Widow and Orphan Don. Soc.. No valuation required. Assessments payable at death only. 
Total Wisconsin Societies..... $ 17,318,903 i 6,358,368 $ 7,408,815 $ 21,787,330 $ 8,879,571 40.8 
SOCIETIES OF OTHER STATES— 
American Insurance Union........ «o «seeee+s+ =e euwneees $ 1,013,350 $ 1,013,350 $ 1,081,979 106.7 104.0 
Ancient Order United Workmen of 
Di ccceeseeeeeneceseseneese 8 C0eesneee 8  eesesesse 1,143,088 1,143,088 1,207,510 105 5 TORS 
Benefit Assn. of Ry. Employes.... = -sseeee++ «sw aanvees 7.134 7,134 11,244 157 
Brith Abraham (Indep. Order)....No valuation required. Foreign society issuing no certificate in excess of $500 . 
in Wisconsin before 1-1-'11. 
Brith Abraham (U.S. Grand Lodge) No valuation required. Foreign society issuing no certificate in excess of $500 : 
in Wisconsin before 1-1-'11. 
Brotherhood of Amer, Yeomen.... 116,521,392 SE, CSE,0TE = ccevccccs 81,036,317 3,082,000 3.8 33.8 
Catholic Order of Foresters....... 59,414,271 33,526,720 25,887,551 7,893,796 30.5 69.9 
Columbian Circle ...........s00 6,148,980  <jveunwka 1,057,157 863,899 81.8 96.9 
Comet GE WMS es cc ccccccececsesess 9,456,102 A) eee 1,849,599 2,584,370 *139.5 *105.3 
Daaish Brotherhood in America... 5,787,474 as 8=€=—6sé See eeees 2,352,337 2,506,997 *106.6 *102.7 
Daughters of Norway.........+++. No valuation required. Foreign society issuing no certificates in excess of $500 and licensed 
in Wisconsin before 1-1-'11. 
Degree of Honor (Superior Lodge) 14,085,181 FS errr : 697,977 32.7 64.8 
23,354,740 2,610,397 12,509 884,751 117.1 103.8 
Fraternal Brotherhood ........... 8,999,244 4,376,446 aie 1,434,744 31.0 66.3 
Grand Carniolian Slovenian Cath- 
Olic Union .....cccccecesssscees 3,496,647 + | aa e 1,103,054 610,348 "55.3 586.1 


Independent Western Star Order.. 


No valuation required. Foreign 
1 


in Wisconsin before 1-1-'11. 


society issuing no certificates in excess of $500 and licensed 


Memlathtes OF CobmmiRGB..ccccccccese  ceesescsee jg. e8ssccece 7,796,617 7,796,617 9,531,632 122.2 121.7 
Knights of Pythias (Ins. Dept.)... cc cncenee «nw eee 9,995,717 9,995,717 10,619,126 106.5 106.5 
Ladies Catholic Benevolent Assn.. 32,313,427 ok. ee re 21,204,640 3,899,965 18.4 46.7 
Loyal American Life Association.. 46,979 49,293 538,131 540,446 445,249 82.3 85.9 
Lutheran Mutual Aid Society..... 3,864,128 1,415,766 19,944 2,468,306 283,569 11.5 44.2 
[i te vcncegepeesedenteeen 200088R50 j- |. eseseneees 12,155 12,155 18,550 152.8 152.0 
BDERCCADSCOR 2 nc ccccccccccccccececes 89,629,551 SE,557T. 845 «san ocvcccs 35,302,306 20,541,653 58.2 83.8 
Masonic Mutual Life Association.. .....666+ = = — cawwueeucs 2,109,061 2,109,061 2,160,449 102.4 102.0 
Modern Brotherhood of America. . *1,276,035 as §8§6easseedkie 1,073,847 —23,720 0.0 16.2 

722,890,315 TT 9,002,018 4,053,114 45.0 81.3 
Modern Woodmen of America..... 635,832,969 of) reer 288,945,649 10,800,933 53.7 *56.4 
Mystic Workers of the World..... 46,195,747 Se )=3——<Ci«it oh ew U 33,800,313 820,106 2.4 28.8 
National Croation Soc. in U. S. A... 9,846,476 S.518,986 «ss. noccceee 1,327,540 853,358 564.3 595.3 
National Fraternal Soc. of Deaf...  .nccccses _ cvccvcses 156,533 156,533 206,865 131.6 130.6 
National Slovak Soc. of U. S. A.... 10,176,151 Manet 8=3—6s6lta obs neses 3,618,503 1,282,134 ®35.4 ®77.3 
National Union Assurance Soc..... 122,314,741 8 ree 2,231,624 666,819 29.9 93.0 

Seemaaases. jo  weémesans 362,145 362,145 421,629 116.3 110.0 
Order of Mutual Protection....... 1,758,564 | ae 827,760 673,211 69.2 85.6 


Order of United Com. Travelers...No valuation required. 
-No valuation required. Foreign society issuing no certificates in excess of $500 and licensed 


Plattdeutsche Grot Gilde......... 


Grants accident benefits 


in Wisconsin before 1-1-'11. 


Polish Nat'l Alliance U. S. of N. A.. 
Progressive Order of the West.... 


23,515,771 
No valuation required. Foreign society issuing no certificates in excess of $500 and licensed 


16,755,312 


in Wisconsin before 1-1-'1". 


Railway Mail Association......... 


only. 


6,800,458 4,241,788 562.3 589.5 


No valuation required. Grants accident benefits only. 


























Royal Arcanum ......ceeeeeeeeees 110,800,043 OS 7 ees 9,640,361 7,080,541 73.5 97.7 
SOOWGS. COORG cccccccececscocccess 10,961,124 RTs 8=—>- ecesccece 2,482,234 2,508,218 100.8 100.2 
Royal Neighbors of America...... 132,661,989 Sane =8=§—S—sé hh ese es 40,997,491 2,229,030 85.4 *70.9 
Slovenic National Benefit Society.. 3,681,929 Sa 8  dsdecease 347,296 434,649 125.0 102.3 
tt 2. Docc ktengseceaaees  <duettkade .  ‘ehhunneda 227,769 235,068 287,021 4122.1 4122.0 
Supreme Tribe of Ben Hur........ 19,842,411 ane. ssconeses 3,526,148 2,113,757 59.9 92.9 
Travelers Protective Assn. of Am..No valuation required. Grants accident benefits only. 
Western Bohemian Fraternal Assn. 6,547,311 Ras =—Ss © ee edoes 2,614,417 902,306 34.5 73.9 
Woman's Benefit Assn. Maccabees. 126,612,027 Ds =—#s 6h be 0ense 17,092,612 11,292,887 66.1 78.3 
227,469,049 as )=—3h— rm sewn 2,473,258 2,596,921 105.0 100.5 
Women’s Cath. Order of Foresters. 32,196,323 See =p eee esees 13,859,694 3,380,962 24.4 67.6 
Woodmen Circle ..ccccccccccccces 82,562,595 Vane <4966ee60% 6,054,667 7,568,918 125.0 101.6 
Woodmen of the World........... 384,598,876 FF ! aaa 162,135,364 165,934,949 102.4 *101.0 
Total (Societies of Other States) $1,954,858,575 $1,166,296,710 $23,394,157 $811,996,649 $300,609,940 7. jens 
$1,172,655,078 $30,802,972 $833,783,979 $309,489,512 37.1 


Total (All Licensed Fraternals) $1,972,177,478 


1. Inadequate rate class. 


valued on the “Accumulation Basis.” 


creased in the future when the individual credits on such certificates are exhausted. 
8. Increase in ratio owing to change in rates. 


Wisconsin Statutes. 


2. Adequate rate class. 


6. Non-rerated class. 


7. Rerated class. 


3. Includes accumulations on certificates on non-tabular rates subject 
to individual increase under the by-law provisions conforming to section 1959 (22m) Wis. Statutes. 
The assessments on the individual non-tabular rate certificates will be gradually in- 


4. Old certificates were 


5. Admitted under Section 1958 (19), 





THE NATIONAL UNDERWRITER 


August 5, 1920 








CAPITAL, $200,000.00 


z 


Conservative In Its Management F 





Progressive In Its Ideas 


STEPHEN M. BABBIT, Pree. 








Significant Commentary! 


PUBLISHER of Well-Known Insurance periodicals and Books 
A recently Reported that during his Tours of the Country, Insurance 

Men he met more frequently Spoke of the Distinctive Success 
Achieved by THE COLUMBUS MUTUAL LIFE than that of any other 
company. He may have Exaggerated a bit but the Widespread Favor- 
able Notice The Columbus Mutual has Attracted is an Interesting 
Commentary on a Significant Development in the Insurance Business. 


In a Little over a Dozen Years, this Company, in the Quality and 
Cost of its Insurance, Matched or Passed the Records Established by 
the Long-Recognized Top-Notch Companies; Matched or Passed them 
in Service to Policy-Holders, although they had over a Half-Century 
Start, and the Advantage of a Thousand Times the Prestige and Volume. 


By the Entire Elimination of a Vast Amount of Customary Organ- 
ization Expense—Salaries, Advances, Drawing Accounts, Fees, Rents, 
etc., for extra Vice-Presidents, Managers, Supervisors, Superintendents, 
General Agents and Special Agents—The Columbus Mutual has Saved 
Many Thousands of Dollars and will Save Millions—Millions for Policy- 
Holders and Producing Agents in the Field. 


The Company which Discovered the Best Way to Serve Policy- 
Holders and also Serve the Agents who Actually Produce Business was 
named after Christopher Columbus and its Home Office is Located at 
COLUMBUS, OHIO, where Inquiries may be Directed by Men of 
Character who can Sell Insurance in Ohio and Nearby States. In June, 
the company Added More than Twice as Many Agents as in any 
Previous Month. The President of the company, C. W. Brandon, was 
a Producer and Successfully Worked in the Field for 25 Years. 











ANTED—a life insurance man thor- 
oughly versed in home office work. 

Must be capable of installing an office 
system, engaging and managing employes. 


CHICAGO NATIONAL LIFE INSURANCE COMPANY 
CENTURY BUILDING 33 CHICAGO, ILLINOIS 











ACTS AS A COLLECTOR 


SUSPENDS COMPANY LICENSE 





Minnesota Insurance Commission Takes 
Drastic Action While Case Is 
Pending in Court 





ST. PAUL, MINN., Aug. 2.—Gustaf 
Lindquist, insurance commissioner, has 
issued an order suspending the license 
of the Old Colony Life of Chicago. 
The order followed a complaint that 
the company refused to pay a $1,000 
policy on the life of Esther Perela, 


.burned to death in the great forest fire 


in Northern Minnesota in October, 
1918. 

According to the allegations the 
woman applied for and was insured by 
the company in September of that year, 
a month before the fire. The policy 
was delivered by the company to one 
of its Minnesota agents who, however, 
failed to deliver it to the insured. 

Before the agent could present it the 
woman died. The company declared 
the policy void because the agent had 
not delivered it. The insurance com- 
missioner contends that it should have 
been paid to the executors of the estate 
because the company had accepted the 
risk. He therefore notified the officials 
that the company’s license to do busi- 
ness in Minnesota was suspended. 

Incidentally a suit is pending in the 
Ramsey county district court against 
the company by the executors of the 
estate for the $1,000 insurance. 


PRESIDENT NUESKE EXPLAINS 


The news of the suspension of the 
license of the Old Colony Life in 
Minnesota was received by President 
B. R. Nueske last Saturday. The tele- 
gram told of the suspension, but gave 
no reason for the action. Mr. Nueske 
has written to the commissioner de- 
manding an explanation. He has also 
notified his attorneys, Moore, Oppen- 
heimer & Peterson, at St. Paul, to im- 
mediately institute proceedings, testing 
the legality of the commissioner’s order. 

An explanation of the case which is 
pending in the Ramsey county district 
court against the company was given 
by Mr. Nueske to a representative of 

HE NATIONAL UNDERWRITER. In Sep- 
tember of 1918 the Old Colony ap- 
pointed a new agent in the territory 
around Moose Lake, Minn. He pro- 
duced a fairly large volume of busi- 
ness, but because of his inexperience all 
cases that he wrote were submitted to 
the company’s state supervisor, George 
H. Ahl, at Minneapolis, for inspection. 


Policy Not Been Delivered 


A short time after his appointment 
the agent wrote a policy on the life of 
Mrs. Arvid Perela of Kettle River, in- 
suring her for $1,000. The policy was 
issued by the company, but was first 
sent to its state supervisor for the 
usual investigation. While the policy 
was still in his possession forest fires 
swept through the Moose Lake district, 
destroying the Perela homestead and 
farm buildings. Mrs. Perela was a vic- 
tim of the fire. The company refused 
to pay the death claim, stating that the 
policy had never been delivered either 
to the agent who wrote the business or 
to the policyholder. No further action 
was taken in the case until the estate 
of the dead woman brought suit against 
the company. 

The suit has been pending for over a 
year. The defense cited a clause in 
the company’s application blank which 
reads as follows: “That there shall be 
no contract of insurance unless the 
premium is paid and the policy deliv- 
ered to and accepted by the applicant 
during the life time and good health of 
the person proposed for insurance, and 
that then the policy shall relate back to 
and take effect as of such date as may 
be fixed by the company in the policy.” 
Under this clause the company does 





ATTACKED THE COUNCIL 


SAYS THERE IS INNER CIRCLE 





W. M. Horner Declares National Asso- 
ciation of Life Underwriters Needs 
a Baptism of Real Democracy 





Warren M. Horner of Minneapolis, 
who made an address before the North- 
west Insurance Congress and in the 
course of it declared that a coterie of 
men is running the National Life 
Underwriters Association, asserts 
that he can prove in a detailed, his- 
torical statement, that the National 
association through machine politics, 
jealousy and complete control actually de- 
pressed, scattered and retarded the four 
corner stones upon which rests his rec- 
ord as a life insurance agent, viz., 
business life insurance, education and 
conservation bureau, agency organiza- 
tion and agency standardization. Ina 
letter to THe NATIONAL UNDERWRITER, 
Mr. Horner says that he gave pro- 
fusely in time and liberally in money 
to advance these causes in the National 
association, but got no where with 
them. In speaking further. he says: 


Members Should Assert Themselves 


I do not seek now, nor never have 
sought to injure the National Associa- 
tion of Life Underwriters. It is pre- 
eminently the body around which agents 
should rally from every part of the 
country to assert their will and create 
an organization representative in num- 
bers and ideas, so that they may in 
largest measure standardize and pro- 
fessionalize the business of life insur- 
ance and thereby create a better relation 
of foursquareness with the public. 

My suggestion is to stop the inner 
circle control of executive council 
(which the records disclose) and method 
of grooming and elevating “Regulars” 
to the presidency and otherwise elimi- 
nate cut and dried procedure of the 
past. 

Finally, I have no desire to start or 
prolong a controversy, but all of my 
public utterances, oral and from man- 
script on life insurance matters, have 
been carefully thought out and pre- 
pared, based upon a knowledge of events 
which I have seen, read and heard with 
my own eyes and ears. Therefore, as a 
parting suggestion, I feel warranted in 
advising, at any rate I do advise, every- 
one to direct their efforts and abilities 
in behalf of an organization for the fut- 
ure, which will be constructive and po- 
tent the year around, and free from 
back-door politics and clique control. 

Do not world-wide conditions at the 
moment give a good object lesson of the 
reasonableness of this suggestion? 








not assume any liability until the policy 
has been delivered to the person apply- 
ing for the insurance. As this was 
not done in the case of Mrs. Perela, 
Mr. Nueske holds that his company 
does not have to pay the claim. 


Commissioner as 2 Collector 
Mr. Nueske believes that the matter 
is one that should come solely under the 


jurisdiction of the courts and that the 
state commissioner is usurping the 


authority of his office in suspending the 


company’s license. He points out that 
the present commissioner has been in 
office only a few weeks. In ordering 
the suspension he did not follow the 
precedent set by his predecessor, John 
B. Sanborn who had been asked to take 
a similar action in the matter some 
time ago, but refused, saying it was 4 
matter for the court to decide. 


Franklin Life Convention 


The annual agency convention of the 
Franklin Life of Springfield, IIL, will 
be held at Boston, Mass., on Aug. 19-21. 
About 200 guests are expected to be 
present. A special train for Boston 
will leave Chicago Aug. 17. Dr. Frank 
Crane and Lon O. Hocker, an attorney 
of St. Louis, are on the program for 
speeches. 
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LIFE INSURANCE EDITION 











TODAY IS THE DAY 


OF THE 


BIG PRODUCER! 


To be associated with a Company that is prepared to handle 
volume promptly means everything to the GOOD PRODUCER 


in these days of large Insurance Policies. 


Male Applicants:—Ages 25 to 55 
can secure a MISSOURI STATE LIFE CONTRACT 


for $300,000 on original examination. 


Ages 55 to 60—$200,000 
Ages 60 to 65—$100,000 


Our reinsurance facilities save our clients the annoyance of 
numerous examinations. 


Our low rate Ordinary Life Non-participating Policy with 
loan value at end of first year is in big demand for Business and 
Inheritance Tax Insurance. 


We also issue an attractive Trust Fund contract for family 
protection, paying 5 ‘se cent interest on the principal. (Principal 
intact for later distribution.) 


Our Group Insurance contracts carefully consider the indi- 
vidual circumstances of each employer, and the service rendered 
by our Group Department has suelo’ us to close many large 
Group contracts recently. 


Our contracts with Agents and Brokers are liberal and attractive. 


NEGOTIATIONS INVITED 


MISSOURI STATE LIFE INSURANCE 
COMPANY 


M. E. SINGLETON, President 


Home Office: St. Louis 
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Keeping in Touch With Clients 


Tue New York Lire in commenting 
on the desirability of agents keeping in 
close touch with their policyholders 
says that now is an important time to 
keep in contact. While the lapse ratio 
at present is most satisfactory, because 
people as a rule do not want to let 
their insurance expire, yet when condi- 
tions gradually settle down to a more 
normal basis, many of the policies now 
being written will lapse and go off the 
books, unless the agents are on the job 
at all times keeping in touch with the 
assured. There is some advice that the 
company gives in this connection, that 
can be followed by every life agent to 
his great advantage: 


“The time to do the work is before the 
policy lapses, not after. Once a policy 
lapses it requires additional time and 
harder work to reinstate it, because the 
insured is either apathetic, has become 
an enemy of the company through some 
real or fancied grievance, or has lost his 
interest in insurance. Don’t allow any 


of these things to happen. Make your 
repairs before the damage is done by 
keeping in touch as far as possible with 
the insured. ‘A stitch in time saves nine.’ 

“The agent who writes the insurance 
is the one to see that it stays in force. 
Eternal vigilance is truly the price of 
safety. Infringers and interlopers will 
thus not be allowed to get in their work. 
Agents of other companies cannot walk 
away with your property. The twister 
will keep his distance. Maintain confi- 
dential relations with policyholders and 
your advice when the time comes will be 
respected and taken, and loss to yourself, 
the company, and the client will be 
avoided. The most successful agents are 
those who keep track of their policy- 
holders, not officiously, but always in 
touch with them, informing them of in- 
teresting facts about the company or 
new features as they come out, dropping 
a card or a note of good wishes on birth- 
days, reminding of a change of age, send- 
ing a card at Christmas—there are so 
many, many ways to keep in the good 
graces of the insured that I need not tell 
you about them. In other words, make a 
personal friend, not merely a business 
acquaintance, of everyone you insure. It 
pays both him and you, and the com- 
pany.” 


Permanency of Investment 


Many life men are impressing on pros- 
pects these days the really permanent 
features of life insurance. When a man 
maps out his program of protection, he 
wants it air tight. He desires to have 
everything nailed down and made se- 
cure. His scheme of protection centers 
about his dependants for whom he is 
financially responsible. He seeks to 
avoid every source of miscarriage. The 
feature uppermost in his mind is to have 
his financial program so arranged that 
regardless of whether he comes or stays 
his family will not’ be in want and in 
fact, will be made comfortable. He, in 
all possibility will not be at hand when 
the contract matures or when the claim 
is presented. Therefore, he is anxious to 
see to it that there will be no hitch, delay 
or complication. 

In looking around for permanent in- 
vestments that will not fluctuate, he is 
confronted with uncertainty. He may 
buy real estate, but who can tell within 
ten years’ time what the market value 
will be? It may go up and it may go 
down. In fact, it is almost impossible 
to find any form of investment that will 
be permanent in its earning power, that 
can be depended upon, and, very vital to 


him, can be liquidated without delay and 
sacrifice. A man going into the invest- 


ment field takes many chances. One 


form of investment may seem hedged 
about with every possible safeguard and 
yet may have a serious weakness. 
When he canvasses the entire field, he 
finds nothing that equals life insurance 
in its safety, permanence and easy liqui- 


He has a contractural relation 
that is very binding. In other words, a 
company promises to pay a_ certain 
amount of money under certain con- 
tingencies. Life insurance is the most 
liquid asset one can have. It is always 
paid in cash. 

Furthermore the life company depends 
upon the law of average in its invest- 
ments. Its securities are varied and are 
the safest to be found. It is true that 
one security may decrease in value. 
Others will increase. The fluctuation 
therefore, is averaged, so that the com- 
pany is always safe. The _ individual 
thus participates in the investment aver- 
age of the company. The chance of 
fluctuation is entirely eliminated. This 
is a very strong argument therefore in 
soliciting insurance. The policyholder is 
safe in every respect. ‘Take the history 
of legal reserve life insurance in 25 years 
and the losses to policyholders have been 
mighty small. Even those who attempted 
to wreck the Pirrspurcn Lire & Trust 
were not able to get away with all the 
funds. The policyholders had a lien 
placed on their policies which were 
taken over by the MetRopoLitAN LiFe 
and which will gradually be worn off, no 
doubt. Legal reserve life insurance has 
stood the test of time from every stand- 
point. 


dation. 


“Ler your mind be as clear as crys- 
tal, your proposition as solid as granite, 
your appeal as hot with enthusiasm as 
the welding iron of the smith, and you 
will walk away with the application.” 





PERSONAL GLIMPSES OF- LIFE UNDERWRITERS 





“Guide Posts to National Success,” 
which is an educational course for 
agents of the National Life, U. S. A,, 
has become a most potent factor in the 
development of that company’s new or- 
ganization. 

The National recently complied with 
a request of Harvard University Gradu- 
ate School of Business Administration 
to contribute a set of “Guide Posts” to 
the library of that institution. This is 
a splendid tribute to the National 
course which was prepared and edited 
by Vice-President and Secretary Rob- 
ert D. Lay, and Superintendent of 
Agents Walter E. Webb, both of whom 
are well qualified by personal experi- 
ence to write on the subjects of sales- 
manship and agency organization. 


This is the record of Agent G. W. 
Murray of the Travelers at Danbury, 
Connecticut, in a period of fifteen days. 

On June 28 he took an application 
for a $100,000 ordinary life contract, 
premium on which was $2,329. 

At the same time he took an appli- 
cation on this individual’s brother for 
a $50,000 ordinary life contract, pre- 
mium $1,042. 

He also procured an application on 
a doctor in that city the same day for 
a $10,000 20 payment life contract, pre- 
mium $342.60. By the time Mr. Mur- 
ray came to write the $50,000 case he 
had run out of application blanks, and 
it was necessary for him to scratch out 
a $3,000 application which he had taken 
that morning and rewrite it in the 
amount of $50,000. 

The following week he procured an 
application from a man in Sandy Hook, 
Conn., a very small town, for a $100,000 
20-year endowment contract, the pre- 
ium on which is $4,137. 

This latter case is a business insur- 
ance proposition and the man may de- 
cide to take out a $200,000 10-year en- 
dowment contract instead of a $100,000 
20-year endowment contract. 


George S. Galloway, manager of the 
American Service Bureau of Chicago, 
the new inspection organization of the 
American Life Convention, was mar- 
ried to Miss Edith Allan Jennings of 
Boston last week. Miss Jennings is a 
well known opera singer, under the 
professional name of Edith Allan 


Women are much better fitted, tem- 
peramentally and otherwise, than mem- 
bers of the sterner sex for the selling 
of life insurance. Such is the opinion 
of Jesse A. Hood, special representa- 
tive of the Equitable of New York at 
Richmond under General Agent E. M. 
Crutchfield. Mr. Hood had occasion 
to air his views on this subject last 
week when he addressed the Woman’s 
Advertising Club of Richmond on the 
topic, “The Possibilities for Women in 
the Insurance Business.” He declared 
that women, through the possession of 
intuition, accuracy in judging charac- 
ter,. tact, graciousness and a_ wider 
vision of service than that possessed by 
men have a decided advantage over 
those of the male persuasion in selling 
insurance. The business, he declared 
further, appeals especially, to women 
because it offers more income for the 
labor involved than any other field. 


Eugene C. Wharf, of Vincennes, 
Ind., manager of the Wabash Valley 
Agency of the Illinois Life, has been 
elected president of the $100,000 Club 
of the company. Mr. Wharf is one of 
the leading producers of the Illinois 
Life. He was president of the com- 
pany’s $100,000 Club in 1904 and has 
been with the company since 1902. He 
has been at the head of a million dollar 
agency for the past ten years and this 
year his agency force will produce 


-about $3,000,000 of paid for business. 


He decided early in the year to show 











that in addition to managing an agency, 
he could produce plenty of business 
personally. He wrote $742,560 not in- 
cluding term for the year ending July 
31. He will be at the head of the 
business session of the club to be held 
in Chicago Aug. 14. 

Mr. Wharf ownes a 1,000 acre farm 
near Vincennes and has some valuable 
apple land in southern Illinois. He 
also has extensive oil holdings and ‘is 
president of the Knox County Farmers 
Association. He has accumulated con- 
siderable wealth. 

W A. Martin of Tulsa, Okla., has 
been chosen first vice-president of the 
organization, C. P. Jones of Tulsa, 
Okla., second vice-president, and J. E. 
Wroughton of Joliet, Ill., third vice- 
president. The offices of the organiza- 
tion are given as a result of production. 
Otto H. Augustine, general agent at 
Peoria, Ill, tops the list with a per- 
sonal production of well over $800,000, 
but could not be elected president, be- 
cause he was working under a $400,000 
handicap. 


Mrs. E. E. Flickinger, wife of Dr. 
E. E. Flickinger, Indiana state mana- 
ger of the John Hancock Mutual Life, 
died Thursday after an illness of sev- 
eral months. She was a woman of 
beautiful Christian character and of 
charming personality. She was a mem- 
ber of the Tabernacle Presbyterian 
Church and was active in a number of 
the women’s organizations of the city. 
She is survived by her husband, two 
sons and two daughters, one of whom 
is the wife of Herman C. Wolff of the 
special risk department of the Aetna 
Insurance Company’s western depart- 
ment at Chicago. 


_Dr. Carlton B. McCulloch, medical 
director of the State Life and Demo- 
cratic nominee for governor in Indiana, 
will open his campaign in Indiana with 
an address before the Democratic Club 
at Greenfield. Dr. McCulloch has 
mapped out a campaign that will keep 
him busy from now until election time. 
He will accompany the Indianapolis 
delegation to the official notification of 
Gov. James M. Cox, Democratic presi- 
dential nominee. 


Former Governor B. F. Carroll of 
Iowa, who was president of the Provi- 
dent Life prior to its being taken over 
by men associated with the Standard 
Life of Decatur, Ill, has been named 
grand treasurer of the A. O. U. W. in 
Iowa. He succeeds the late Silas John- 
son, Muscatine banker, who died sud- 
denly. The election of Mr. Carroll 
means that $1,000,000 of funds of the 
organization will be transferred to Des 
Moines. Mr. Carroll was state auditor 
in charge of the insurance department 
prior to his election as governor. 


A special election has been called by 
Governor Lowden of Illinois to fill the 
vacancy of county judge in Cook 
county at Chicago, due to the death of 
Thomas F. Scully. Edwin A. Olson, 
vice-president of the Mutual Trust Life 
of Chicago, will be a candidate at the 
Republican primary. Mr. Olson was a 
contestant for the office in the 1918 
primary. He is well fitted for the posi- 
tion. 


John E. Keene, of the Keene & 
Hoagland general agency of the Aetna 
Life at Peoria, Ill., and of the Keene 
& Simpson general agency at Indian- 
apolis, will spend most of August at 
the latter office while his associate, 
P. ~.W. Simpson, takes a vacation at 
Lake Maxinkuckee, where he and his 
wife can be near their son, James, who 
is a member of the Boy Scout Wood 
Craft School at Culver. 
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Largest Life Insurance Business in the World 


METROPOLITAN 
LIFE INSURANCE COMPANY 


(INCORPORATED BY THE STATE OF NEW YORK) 


HALEY FISKE, President FREDERICK H. ECKER, Vice-President 





Total Amount of Outstanding Insurance - - - - $5,343,652,434 
Larger than that of any other Company in the World. 


Ordinary (annual premium) Life Insurance paid forin 1919 $910,091,087 


More than has ever been placed in one year by any Company in the World, 


Industrial (weekly premium) Insurance paid for in 1919 $508,590,405 


More than has ever been placed in one year by any Company in the World. 


Total Insurance placed and paid forin 1919 - - - -$1,418,681,492 
The largest amount ever placed in one year by any Company in the World. 
Gain in Insurance in Force in 1919 - - - - = = = $914,140,618 
More than ever has been gained in one year by any Company in the World, 
Number of Policies in Force December 31,1919 - - - 21,770,671 
Larger than that of any other Company in America. 
Gain in Number of Outstanding Policies - - - - - - 1,986,410 
Larger than any Company in the World has ever gained in one year 
Assets - - - = = = = = = = = = = = = $864,821,824.55 
Increase in Assets during 1919 - - - - - = = $89,367,126.27 
Larger than that of any other Company in the World. 
Liabilities - - - - - = = = = = = = = = §$835,736,487.38 
Surplus - - - = = = = = = = = = = = = $29,085,337.17 
Number of Claims paidin 1919 - - - = = = = = = 289,125 
Averaging one policy paid for every 30 seconds of each business day of 8 hours. 
Amount paid to Policy-holdersin 1919 - - - - = $73,581,759.91 


Payment of claims averaged $505.93 a minute of each business day of 8 hours. 


Metropolitan nurses made 1,300,883 visits free of charge to 256,000 sick 
Industrial Policy-holders. 


Metropolitan men distributed over Twelve Millions of pieces of liter- 


ature on health— 
Bringing the total distribulion to over 200,000,00u. 


Reduction in general mortality at ages 1 to 74 in eight years 17.9 per cent. 


Typhoid reduction, 69 per cent.; Tuberculosis, over 33 per cent.; Heart Disease, over 23 per cent.; 
Bright’s Disease, over 25 per cent.; Infectious diseases of children, over 46 per cent. 


In general reduction and in each case of disease, this is far greater than that shown by statistics of the 
Registration Area of the United States. 


Death Rate for 1919 lowest in History of Company. 
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The Prudential Insurance 
Company of America 


Forrest F. Dryden, Home Offi 
F President Newark, N. J. 


Ineorporated Under the Laws of the State of New Jereey 











1867 1920 


The 


Equitable Life Insurance Company 
OF IOWA 


JULY 1, 1920 
$237,665,071.48 of Insurance in force 


An Increase of over Thirty-one Millions in six Months 








FOR INFORMATION, ADDRESS 


Home Office - - Des Moines, Ia. 
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to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “Easy Lessons in Life Insurance,”” a text and review book with quiz supplement. $1.00. The 
Jnderwriter Company, 1362 Insurance Exchange. Chicago. 











ANNOUNCE PROGRAMME 


—_— 


COLUMBUS MUTUAL MEETING 





Agents Will Be at the Home Office 
for the Annual Rally and 
Entertainment 





The Columbus Mutual Agents’ Asso- 
ciation will hold its 1920 annual conven- 
tion at Columbus, O., and Buckeye 
Lake, O., on Aug. 25 to 28, 1920, inclu- 
sive. As the largest producer during 
the previous year, James A. Grizzard 
succeeds to the presidency of the asso- 
ciation, with John W. Northrup, Ivan 
T. Quick and August Knierim, who were 
the next largest producers in-the order 
named, as vice-presidents. The follow- 
ing program has been arranged for the 
meeting: 

Wednesday, August 25 


9 a. m.—Register at home office. 

10 a. m.—Association called to order by 
the retiring president, G. J, Abdella. 

Papers by: 

S. A. Hudson, “How I Secure My Pros- 
pects.” 
- i} Ss. Vining, “Big Policies on Business 

en, 

12 noon—Luncheon. 

1:30 p. m.—Group picture at 
office. 

Papers by: 

P. B. Cuppett, “The Moral Side of Life 
Insurance.” 

J. J. Dvorak, “What Life Insurance Has 
Done for America.” 

R. V. Smith, “The Educational Value of 
Life Insurance.” 

L. B. Hartlage, “How to Interest the 
Farmer in Life Insurance.” 

Secretary D. E. Ball, “Our Semi-Annual 
Statement.” 

6 p. m.—Banquet. 
master. 

Addresses by 
sioner of Ohio. 

. L. Miller, 

Guardian Life. 

Cc. M. Cartwright, Managing Editor The 
National Underwriter. 


Thursday, August 26 
9 a. m.—Papers by: 


home 


S. A. Hoskins, toast- 
the Insurance Commis- 


vice-president National 


Carl Mitcheltree, Actuary, “Graphic 
Explanation of ‘Legal Reserve.’ ” 

Louis Cohen, “Breaking Into the 
Game.” 


Frank Dwyer, “Securing the Applica- 
tion—the Acid Test.” 

F. J. Miller, “Building an Agency.” 

Dr. W. B. Carpenter, Medical Director, 
“Women as Insurance Risks.” 

12 noon—Luncheon. 


1:30 p. m.—Papers by C. F. Weiffen- 
bach and George J. Abdella. 
Sducational questionnaire — C. W. 


Brandon, chairman. 

Three to five minute talks by D. A. 
Cush, J. C. Lahm, G. A. Ferguson, E. L. 
Waldrop, A. P. Payne, W. W. Bussong, 
F. M. Wilermuth, C. K. Wright, H. P. 
Clouse, G. J. Heinzelman, H. B. Tibbals, 
V. E. Mauger. 

5 p. m.—Special car to Buckeye Lake. 


Friday, August 27 


At Buckeye Lake—Boating, fishing, 
bathing, dancing, etc. Match game of 
baseball between the North Team (Capt. 
Ivan T. Quick) and the South Team 
(Capt. August Knierim). 

Presentation of “President's Vase” to 
the winning team. 


Saturday, August 28 


At Buckeye Lake—Boating, 
bathing, dancing, etc. 


fishing, 


To Revise Chicago Ordinance 


A committee of fire, life and casualty 
insurance men including representa- 
tives of the Illinois Federation, met 
with representatives of the Chicago 
Real Estate Board this week for the 
purpose of discussing the new city tax 
ordinance under the provisions of 
which every one soliciting insurance in 
Chicago on the commission basis is 
taxed. The law as it now stands is 
unsatisfactory to some insurance men. 
As a consequence a new ordinance will 
be drafted by committees representing 
the insurance and real estate interests 
of Chicago. Only a few insurance men 
have paid the tax demanded under the 
present laws and have been’ waiting to 
see if some change or modification 
could not be effected. 





PROGRAM OF EVENTS 


MISSOURI STATE CONVENTION 





Annual Meeting of the $100,000 Club 
Will Have a Fine Galaxy of 
Talent 


The convention of the $100,000 Club 
of the Missouri State Life will be held 
at the home office, in St. Louis, Aug. 
9-10. The program is: 

FIRST DAY—AUG. 8 

9:30 a. m.—Meeting called to order, 
President M. E. Singleton presiding. 

9:40 a. m.—Welcome to our city, Mayor 
Henry W. Kiel, St. Louis. 

9:50 a. m.—Election of new club offi- 


cers. 
10 a. m.—Address, M. E. Singleton, 
president. 


10:15 a. m.—Psychology of Selling Life 
Insurance, Dr. John A. Stevenson, Direc- 
tor Carnegie Institute of Technology, 
Pittsburgh. 

11:15 a. m.—Address, Richard S. Hawes, 
president American Bankers Association. 

11:30 a. m—A _ Life-Time Financial 
Program, Chas. W. Scovel, ex-president 
National Association Life Underwriters. 

12:30 p. m.—Missouri State Life and 
City of St. Louis, W. Frank Carter, vice- 
president and director, and president, St. 
Louis Chamber of Commerce. 

12:45 p. m.—Adjournment. 

1 p. m.—Luncheon. 

2:15 p. m.—Auto ride; 
American League Park, St. 
Washington. 

7 p. m.—Dinner, 
lands. 

9 p. m.—Vaudeville show, Forest Park 
Highlands. 

Second Day—Aug. 10 


9 a. m.—Company Topics, George Gra- 
ham, vice-president and actuary, 

9:30 a. m.—lInheritance Taxes, State 
and Federal, John R. McFee, counselor, 
Penn Mutual Life, Chicago. 

10:20 a. m.—Address, Charles Dobbs, 
managing editor, Insurance Field, Louis- 
ville. 

10:30 a. m.—Group Insurance, 
Reichgott, manager of the group depart- 
ment, 

10:40 a. m.—Company Policies from a 
Fieldman’s Standpoint, Wm. King, St. 
Louis. 

10:50 a, m.—Risks, Dr. B. Y. Jaudon, 
medical director. 

11 a. m.—Looking Ahead, T. F. Law- 
rence, vice-president. 

11:30 a. m.—Aboard Steamer 
Paul. 

6 p. m.—Return to city. 

7:30 p. m.—Banquet, entertainment and 
farewell, Hotel Statler. 

The Average Agent, Frank T. McNally, 
general agent, Massachusetts Mutual 
Life, Minneapolis. 

Address, James J. Parks, secretary. 


ball game, 
Louis vs. 


Forest Park High- 


Saint 


Folk Comments on Conditions 


NASHVILLE, TENN., Aug. 3.— 
“Life insurance in this section of the 
country is now passing its hay-mak- 
ing stage,” said Reau E. Falk, gen- 
eral manager of the local branch of the 
Equitable Life of New York. “On 
account of the lessening of bank credits 
there has apparently been some slack 
in production, but I find a general spirit 
of optimism prevailing among all life 
underwriters here.” It is his belief, 
however, that the business gotten by 
writers in Tennessee for this year is 
in greater proportion than that ob- 
tained the previous year. “Greater 
production,” he said, “is being brought 
about with fewer men under contract 
and by working with live-wire agents 
who get out and get the business.” 

In referring to the amount of cor- 
poration and business insurance being 
written in this locality at the present 
time, it is the opinion of Mr. Folk that 
the federal income tax is greatly inter- 
ferring with the number of policies be- 
ing written. “If premiums were al- 
lowed as expenses of the business tak- 
ing out the policy, much more cor- 
poration and business insurance would 
be written,” he concluded. 

The Grange Life of Lansing, Mich., 
now has $10,967682 insurance in force. 
It is gaining right along. 
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two factors: 





Success! The individual's success in satisfying the un- 


precedented demand for Life Insurance may be attributed to 


The goods offered, 
The ability employed. 
Home Office T= agent's ability is rewarded to the fullest extent only when he can 
Suing assure maximum service under a liberal policy at a low net cost and 


supported by a Company of commanding character and financial standing. 


Les CENTRAL AGENTS are enjoying an advantage due to the 


prestige of the Company along these lines. 


For further information address 


ALLAN WATERS, Second Vice President 


The Union Central Life Insurance Company 


JESSE R. CLARK, President 


CINCINNATI, OHIO 


























The Close of the Day’s Work 


HEN you begin to figure up your earnings and 

recall the several reasons for failures during the 
past year, you then more than any other time keenly 
realize the importance of a helpful constructive home 
office service that trains you to overcome such failures. 


One of the vital elements which makes your day 
profitable is a harmonious working arrangement with 
home office officials and a direct cooperative spirit 
generously given.’ 


Inter-Southern Life 


JAMES R. DUFFIN, President 


All this and more we constantly strive to give our 
agents. This coupled with good policy contracts 
and liberal commissions, is an incentive which should 
interest any ambitious agent who wishes to make 
the most of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Insurance Company 


LOUISVILLE, KENTUCKY 























Double Indemnity 





BUILD YOUR OWN BUSINESS 7<. 


Under Our Direct General Agency Contract 


Our Policies Provide for 


Reducing Premiums 
SEE THE NEW LOW RATES 


Disability Benefits 


ORGANIZED 1850 


“Liukalliolge 


INSURANCE CO. 





66 BROADWAY 





NEW YORK 
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USED AS AN OPENER 
NON-CANCELLABLE CONTRACT 


Life Men Are Using This Accident 
and Health Policy to Good 
Account 


Companies writing the non-can- 
cellable accident and health policy say 
that it has proved a most popular con- 
tract. It is particularly appealing to 
men of large incomes, who desire to 
— themselves against major 
alamities. While there are not many 
people who are totally disabled, yet 
there are enough in the acquaintance 
of everyone to make a vivid impression. 
Many men of incomes of $12,000 a year 
or more will take a policy giving $1,000 
or $1,500 a month benefits. With the 
two or three months’ elimination clause 
the premium is net large. The non- 
cancellable policy is a key to the offices 
of busy people. Those who are selling 








life insurance as well as disability say 
that the non-cancellable policy is the 
best possible means of getting an audi- 
ence with big business men. 


May Be More Widely Adopted 


It would not be surprising to see 
other companies adopt this form of 
policy. The Pacific Mutual, Travelers, 
Aetna Life, Continental Casualty, Mas- 
sachusetts Accident and Equitable Life 
of New York are all writing the form 
and making a success of it. The Con- 
tinental will get out a more liberal 
policy in the course of a few weeks and 
will charge double its present rates, or 
those that are now charged by the Pa- 
cific Mutual and Aetna Life. 


Is There Moral Hazard? 


The question has arisen as_ to 
whether there is large moral hazard 
involved in the writing of this class 
of business, especially when a man 
slows down in his work and his income 
is reduced. In some cases there may 
be moral hazard just as there is moral 
hazard where a man carries a large line 
of life insurance and his income has 
been reduced. Those who bring up this 





argument against the non-cancellable 
policy say that as a man gets near 60 
or 65, he may have been retired on a 
pension where his income is a half or a 
third what it has been. Those who are 
champions of the non-cancellable form 
say that business must proceed on the 
theory that people are honest. Per- 
haps these same persons who carry 
non-cancellable disability insurance and 
are retired on a pension, also have 
large lines of life insurance and yet the 
moral hazard is not dominant in their 
case. 

Medical Examination 


Companies that are dealing with a 
non-cancellable policy find that there 
are cases where one cannot pass a 
medical examination for life insurance 
yet can be given a disability policy. 
For instance, where one has a high 
blood pressure that indicates possible 
apoplexy, he would not be given a life 
policy and yet he would be a good risk 
for a disability policy because death 
would come suddenly and there would 
be no period of lingering. In another 
case, where an asthmatic might readily 
pass a life insurance examination, be- 
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cause as a rule asthmatics are long 
lived, they would not be good subjects 
for the disability policy. 


Leads Up to Life Insurance 


Life men are finding this form of 
policy popular. They can get an audi- 
ence. When an application is procured 
and the medical examination made, it is 
much easier than to broach the sub- 
ject of life insurance. In fact some 
agents order a life policy on _ sus- 
picion and are often able to deliver it. 








LIFE AGENCY CHANGES 

















Huffaker With Ohio National 


H. D. Huffaker, formerly president 
of the Inter-State Life & Accident of 
Chattanooga, and still interested in the 
company, has entered the life business 
and become general agent for east Ten- 
nessee at Chattanooga for the Ohio 
National of Cincinnati. Mr. Huffaker 
is one of the well-known insurance men 
of the south, has a clean record, and 
will no doubt develop a big business 
for the Ohio National in east Tennes- 
see. In his earlier years in the business 
he represented another Cincinnati com- 
pany, the Union Central, so it will not 
seem unnatural for him to report once 
again to Cincinnati. 


Life Agency Notes 


D. H. Bailey, Jr., a Nashville boy and 
ex-service man, has been made agency 
director in an important branch of the 
New York Life. 

Arthur Levy has resigned as assistant 
to Virginia Manager A. O. Swink of the 
Atlantic Life, with Richmond headquar- 
ters, in order to devote his entire time 
to writing business for that company o4 
the outside. He has not been in the best 
of health for the last several years and 
it was upon the advice of his doctor that 
he decided to get away from office work 
and mingle more with the outside world. 








LOCAL ASSOCIATIONS 














Chicago—President Jules Girardin has 
appointed the following delegates to the 
National meeting: L. Brackett Bishop, 
Massachusetts Mutual; H. C. Coffeen, 
Northwestern Mutual; Dr. H. C. Castor, 
Connecticut General; Geo. W. Speck, 
Phoenix Mutual; Miss Sara Frances 
Jones, Equitable Life of New York; 
Julius H. Meyer, New England Mutual; 
Edward C. Platter, Massachusetts Mu- 
tual; James B. Thorsen, Mutual Benefit; 
Mrs. Emily M. Roby, Penn Mutual; Paul 
H. Hurd, Provident Life & Trust; J. L. 
Haas, Travelers; Silas M. Barr, Mutual 
Life; Walter E. Webb, National Life 
U. S. A.; James H. Miles, Union Central; 
Edgar C. Fowler, New England Mutual; 
A. C. Smith, Massachusetts Mutual; Ger- 
ard S. Brown, Mutual Benefit; Chas. S. 
Brintnall, Equitable Life, N: Y.; Alfred 
MacArthur, National Life U. S. A.; H. B. 
Johnston, Missouri State; E. H. Carmack, 
State Mutual; O. D. Richardson, Berk- 


shire; Theodore Weil, New York Life; 
Samuel T. Chase, Connecticut Mutual; 
H. C. McNamer, Equitable Life, N. Y.; 


Jules Girardin, Phoenix Mutual. 


Goes With Hawkeye Life 


George W. Guth who resigned from 
the Corn Belt Livestock of Des Moines 
has become field superintendent for the 
new Hawkeye Life of Des Moines of 
which he is also a director. The 
Hawkeye is a novel concern. In the 
first place it was formed without a cent 
being expended for promotion by a 
number of investors who met and put 
up their money voluntarily. In the 
second place, it sells only policies ot 
$5,000, no more, no less. The policy 1s 
a twenty pay life and through the sys- 
tem followed by the company, the over- 
head expenses are so reduced that the 
company can write the business at 4 
low rate. The state is well supplied 
with agents for the new concern. 


The annual agency meeting of the Da- 
kota Life was held at Rapid City, 8S. D. 
this week. About 200 were present from 
North and South Dakota, Minnesota and 
Montana. W. P. Robeson, superintendent 
of agents, was in charge of the conven- 
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TIMELY LIFE TOPICS 














MUCH higher grade of men is | sometimes wonder if I really made the 
being rapidly recruited as represen- | best move in making the change. I 


tatives of life insurance companies 
than formerly, is the opinion of G. S. 
Nollen, vice-president of the Bankers’ 
Life of Iowa. These men are more 
easily secured, now, than ever before 
and are mostly recruits from other pro- 
fessions who see the possibilities of 
the life insurance business. The life 
insurance representatives who are en- 
tering life insurance now are mostly 
responsible men who have families that 
rely on their production to combat the 
present high cost of living. These men 
are taking their work more seriously 
and their’ efforts are producing much 
more business than the life salesman 
of a few years ago. 

It is the opinion of Vice-President 
Nollen that this better grade of men 
is making the work a profession in- 
stead of a job and that these men are 
doing their utmost to live up to their 
possibilities. 

The teaching profession is now sup- 
plying a class of very good men to life 
insurance companies, who are capable 
of producing a large volume of busi- 
ness. The present salaries of teachers 
are hardly enough for them to live on, 
and this ciass of men is entering the 
life game in large numbers, both as 
part time and full time solicitors. Sev- 
eral of the teachers who have entered 
the life insurance field have been su- 
perintendents and principals of the 
smaller high schools and are well fitted 
with their education and community 
prominence to solicit life insurance. 
The teachers who have already entered 
the business are rapidly becoming the 
best of producers for the companies 
they represent. These men are being 


| 
| 





more easily recruited, because life in- | 


surance is much easier to sell 
than it was a few years ago and they 
see what a great success other life 
insurance men are making of it and 
the unlimited future that the life field 
offers to any man who will work. 
According to Mr. Nollen the new 
men are mostly of the younger gen- 


eration and are full of enthusiasm for | 


their company, their policies and their 
calling and begin to produce shortly 
after entering the business. That these 
men are producing is shown by the 
ever-increasing amount of new business 
being written over the amount written 
last year. Vice-President Nollen, in a 


tour of twenty-one eastern agencies of | 


the Bankers’ Life, has found nothing 
but a very optimistic spirit for the 
future of life insurance. He has found 
that a better class of men are rapidly 
replacing the class of undesirable life 
underwriters who have drifted into the 
life insurance business after making a 
failure in other business. 

This class of representatives is 
putting life insurance on a _ higher 
plane in the eyes of the public by prov- 
ing that men of prominence consider 
life insurance a profession of the better 
grade. The present tremendous suc- 
cess of life insurance solicitors is proof 
that the public is putting more confi- 
dence in life insurance and is looking 
on life insurance with a better opinion 
than was formerly shown. Vice-Pres- 
ident Nollen is a firm believer that this 
class of men will boost the life insur- 
ance business more than anything else. 

* * * 


és] SOMETIMES believe that a life 
insurance general agent who is 
not a personal producer and who, 


maybe, has never had much actual ex- 
perience in selling life insurance, is 
better fitted for the position than if he 
becomes a general agent after serv- 
ing an apprenticeship with the rate 
book, provided, of course, he is a good 
organizer,” remarked the general agent 
of a large eastern company in Indiana. 
“I, myself, was a personal producer 
before becoming a general agent and I 


now | 





find it hard to deny myself the pleas- 


always enjoyed more than the han- 
dling of agents. I find that this point 
of view is not uncommon among gen- 
eral agents, and I wonder, sometimes, 
why big personal producers fall for 
the general agency proposition. I 
suppose there is a sense of pride in- 
volved—the thought that one has some 
delegated authority and an extended 
territory in which to exercise it. 
are influenced by the thought, some- 
times expressed by our friends, that if 
we are to appear to be getting on in 


| ure of personal writing, which I have | 


cial sacrifice and the final outcome 
must be problematical. If the man 
with the rate-book only knew it, he 
is envied by many a general agent 
whom he may likewise regard with 
wistful, envious eye.” 
* * * 

N actuary for one of the medium- 
sized life insurance companies said 
recently that in studying the record 
made by his company during the past 
two years, he was impressed with the 


| fact that agents generally seem to be 


We | 


a business way we must make advance- | 


ment to a position of authority. 


Of | 


course, too, it is pleasant to own finally | 


a well-established general agency which 
will produce a fixed income. But I stilf 


| class. 


selling business to older men. During 
the war most of the younger prospects 


became unavailable to life agents 
through military service. Very few 
young men were prospects. Agents 


were forced to change their tactics 
somewhat and to talk to older men. 
This was evidenced in the class of busi- 
ness that came in. It was not at all 
infrequent for applications to be re- 
ceived from men 55 to 58 years of age. 

As time went on, agents saw the 
wisdom of working among men of this 
The older men are able to buy 


| life insurance in larger amounts. They 


do envy the man with the rate-book | 
and believe that I could do much bet- | 


ter for myself in the immediate present 


if I were still able to give all my atten- | 


tion to personal production. 


years of waiting for results, during 
which there must be considerable finan- 


The de- | 
velopment of a general agency means | 


have arrived. Their financial position 
is secure. When agents began to 
realize how much more profitable it 
was to talk to older men, they became 
less interested in spending time with 
men from 20 to 30 years of age. They 
simply formed the habit of presenting 
life insurance to men above the draft 





age and in a great many cases have 
gone along ever since without drop- 
ping back into the old way of doing 
things. They have arranged a selling 
program that includes spending the 
great majority of time’ with older men 
and the younger men are approached 
only when there are no better prospects 
to be found. As a result of this, life 
companies are noticing that the age of 
the average policyholder is quite notice- 
ably higher than it was a few years 
ago. 


Use New Disability Clause 

The revised disability clause recently 
adopted by the Mutual Life, of New 
York, for use in policies issued in the 
United States, is now being attached 
to all contracts of the company writ- 
ten in Canada since the first of the 
present year. The clause is exceed- 
ingly liberal, granting as it does imme- 
diate benefits, and allowing other fea- 
tures of high value to the assured. 
Agents of the Mutual Life are enthusi- 
astic over the innovation and find it 
of pronounced aid in the solicitation of 
business. 


Franklin Neuberger of the New York 
Life in Chicago, dropped into a broker- 
age house in that city the other day and 
asked permission to go among the em- 
ployes and talk insurance. He secured 
26 applications from this one office. 
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Public Savings Insurance Co. 


Indianapolis, Indiana 
Operating only in Indiana 


FFERS to all agents a big opportunity 
to add to their income by wr 

ordinary life insurance on chil 

from age of 1 day to 15 years. 
issued in sums of $500 up to $2,500. 
is a chance to open new avenues and offer 
a larger family service, There are demands 
for children’s insurance on the ordinary plan. 


The Public Savings Insurance Company 
began business in 1910. 
intermediate and industrial insurance. 
now has over $32,000,000 of life insurance 
in force in its home state, $18,000,000 of 
which is on children. 


No one has to introduce this company to 
people of Indiana. 
aggressive agency organization that 1s mak- 
ing itself felt. 
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We have passed the 


HALF-BILLION MARK 


With over $530,000,000 of 
insurance now in force 


BANKERS LIFE COMPANY 


: DES MOINES 


GEO. KUHNS, President 
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ASSETS $ - LIABILITIES 
Real Estate Owned............. 884,324.41 et Reserve American Experi- 
Morte -~ > Lean, "Firet Liens - 3,091,830.79 ence 3 and 3% per cent....... $5,743,806.08 
as Made | to Policyholders Special and Contingent Reserve 226,521.59 
= P s Policies........ 651,057.17 Death Losses in Process of Ad- 
a qaececvoecoosesoesscoooeess 1,589, 468.02 astrment .......-eeeeeesee scoces $2,029.75 
Collateral Loans..........+.+++++ 32,600.00 other Liabilities............. 100,128.13 
Certificates of Deposit.......... 46,679.22 Capital Stock....... ood 
Cash tm Bamkss.......cccccccecces 690,373.70 Assigned Funds....... 185,842.40 
Net "Deferred 5 eee ee 
et urplus 
Prem BUI conececeee : esceeoeces 168,995.02 Policyholders ....ssesescseeees 1,193,3086.82 
All — "Assets pecce coccccee ese 2,827.02 
$7,315,786.37 $7,315,786.37 


Life Insurance in Force, $101,632,847.00 
Paid Policyholders, $7,175,570.00 
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WANTED 


A responsible party as District Manager for Toledo, O., 
and Lucas County, by an Old Line company which also has 
an accident department. Splendid opportunity for a man 
of proven ability to get on the ground floor with a young 
and progressive Company. P. O. Box 811, Dayton, Ohio. 
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CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies for a number of Life Comnoenien, 
standardizi: ng and conserving the business, the income, preventing _— keeping 
the policyholders me at Prectically no oS nadine 
THE OT OTIS HANN COMPANY, Inc. 
; 10 So. LaSalle St. Chicago, Illinois 














| NEWS OF COMPANIES | 





Merchants Life, Ia—Its paid for busi- 
ness the first six months was $16,277,453, 
as compared with $6,335,141 the first six 
months of 1919. Its increase in insur- 
ance in force the first six months was 
$12,237,149. The Merchants Life has now 
more than $78,000,000 in force. 

* . 


Pan American Life—Its semi-annual 
statement shows assets $8,457,475; gen- 
eral surplus, $1,528,028; new business, 
$15,029,434; insurance in force, $85,453,- 
568; income six months, $1,969,451. 








| WITH INDUSTRIAL MEN | 








THINKING ALONG RIGHT LINE 





Agency Instructor of the Prudential 
Gives Some Good Advice to 
the Agency Force 





David King, agency instructor of the 
Prudential, makes a big point in his 
talk with agents as to the value of 
thinking in the right way. Think right 
and succeed, he tells his men. Com- 
menting on the subject further, he says: 

A man must think right to make a suc- 
cess of life in any business, and more 
especially in this of ours. To think 
right is to act right. If we never had 
an evil thought, we never could commit 
an evil act. That is philosophical. If we 
never had a pessimistic thought, we 
would be optimists. Some will say this 
is impossible, but it is not. The brain 
is just as susceptible to improvement 
as the muscles in the arm. We can’t 
prevent pessimistic thoughts from flit- 
ting through our brain, but we need not 
harbor them. Most of our troubles come 
from wrong thinking. If we would de- 
vote the time we spend in thinking of 
what can’t be done to what can be done 
and what we will do, we would be world- 
movers. Too many are divided in thought, 
having one eye on this business and the 
other looking for something else. 

“A double-minded man is unstable in 
all his ways.” He is as a boat without 
a rudder, drifting upon the waters. Con- 
centrate your thoughts; determine that 
this will be your life work, let come 
what will. Form your plans; then work 
them. Have an object in view. It is 
not how far you can go, but what you 
are going for. Not how many steps you 
can take, but where those steps will 
lead. Use that which God has given you 
above your shirt collar. It will save 
your sole leather. Time is the insurance 
man’s greatest asset. “Lost wealth may 
be restored by industry, the wreck of 
health regained by temperance, lost 
knowledge restored by study, alienated 
friendship smoothed into forgetfulness, 
reputation forfeited retrieved by pa- 
tience and virtue, but who has ever 
effaced from Heaven’s record the fearful 
blot of a wasted life?” Brain, hands, 
feet and time used properly will carry 
any insurance man over the straight 
road to success. 





Prudential Activities 


A very fine showing has been made in 
connection with low arrears by the fol- 
lowing named agents of the Prudential 
and they are the leaders of Division “L” 
in their respective order: Ernest O. Hale, 
Ardmore, Ckla.; Carl W. Windmoeller, 
St. Louis No. 3; Eber L. Edwards, Mt. 
Vernon, Ill.; George J. Savage, Belle- 
ville, Ill.; Charles H, Grebe, Springfield, 
Ill.; James E. Denton, Paducah, Ky.; 
Francis A. Hoffman, Quincy, Ill.; John C. 
Hayes, Quincy, Ill.; Henry H. Legendre, 
Belleville, Ill.; Fred E. Brettel, Terre 
Haute, Ind., and Henry J. Eickmeyer, 
Quincey, Il. 

Agents Lester P. McDowell, Topeka, 
Kan., Alois G. Becker, Belleville, IIl., 
and Robert F. East, Paducah, Ky., have 
been promoted to the position of as- 
sistant superintendent in their respective 
districts. 

Stanley M. Romeril, agent in the 
Poughkeepsie, N. Y., district, is the dis- 
trict champion in production among the 
agents. He is the leader in industrial 
and ordinary for 1920. 

Edgar B. McManus, formerly assistant 
in the Springfield, Mass., district, has 
assumed charge of the Dover, N. H., dis- 
trict superintendency. His services date 
from Oct. 17, 1910, when he became a 


HOME LIFE 
— 


WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
-$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 
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FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 











DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 

men who can establish their 

capacity to yey Se for a reasonable 

volume of Insurance 

ay business placers 
steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: Albert E. Awde, Supt. of Agencies 








37,005 PEOPLE 


meth ace A$ asked for an illus. 
tration of our “Income for Life” at their age. 
This val lead service explains why our 
1919 business showed a gain of 8] per cent. 


So sy eamnie site. ay ee 


oo over $173,000,000. Faithfully pamela 
insurers since 1878. 
A few agency openings for the right men. 
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months later he took an agency in the 
same district and held that position until 
April 20, 1914, when he was promoted 
to an assistancy, John T. LeFever, for- 
merly superintendent of the Dover, N. H., 
district, has been granted a three months 
leave of absence on account of poor 
health. 

To lead the entire field force in any 
one feature of the work is a distinction. 
This honor belongs to Assistant C. F. 
Maetachke of Louisville, whose name 
appears first among the assistancy lead- 
ers in ordinary for 1920. 


Michel Made Superintendent 
H. A. Michel, formerly assistant in 
North St. Louis for the Western & South- 
ern, becomes superintendent at North 
Detroit, Mich. succeéding Geo. H. 
Ilenckel, resigned. 


Ranking of 63 Leading 
Life Companies 


The figures of Dec. 31, 1919, show 63 
legal reserve life insurance companies 
operating in the United States, having 
insurance in force on the paid-for basis 
of over $50,000,000. Here is the ex- 
act ranking order, the top company, 
the Metropolitan Life, having $5,343,- 
652,434, and the last company, the Mu- 
tual Trust Life of Illinois, $51,230,010 
in force. 

Metropolitan. 

2. Prudential. 

3. New York. 

4. Equitable, N. Y. 
5. Mutual, N. Y. 
6. N. W. Mutual. 
‘ 

8 

9 





a 


John Hancock. 
Travelers. 
. Mutual Benefit. 
10. Penn Mutual. 
11. Aetna, 
12. Union Central. 
13. Massachusetts Mutual. 
14. Bankers, Ia. 
15. New England Mutual. 
16. Provident L. & T. 
17. Sun Life, Canada. 
18. Connecticut Mutual. 
19. State Mutual. 
20. National, Vt. 
21. Pacific Mutual. 
22. Connecticut General. 
23. Phoenix Mutual. 
24. Canada. 
25. Missouri State. 
26. Great Western, Canada. 
27. Equitable, Ia. 
28. Guardian, N. Y. 
29. Western & Southern. 
30. Life Insurance Co., Va. 
31. Fidelity Mutual. 
32. Home, N. Y. 
33. Kansas City. 
34. Manufacturers, Canada. 
35. Reliance. 
36. Jefferson Standard. 
37. State Life, Ind. 
38. Columbian National. 
39. National Life, U. S. A. 
40. Lincoln National, 
41. Berkshire. 
42. Illinois. 
43. American National, Tex. 
44. International, Mo. 
45. Northwestern National. 
46. Franklin. 

7. Great Southern, Tex. 

48. Central, Ia. 
49. North American, Canada. 
50. Bankers, Neb. 
51. Michigan Mutual. 
52. American Central. 
53. Union Mutual. 
54. Southwestern, Tex. 
55. Merchants, Ia. 
56. Pan-American. 
7. Security Mutual, N. Y. 
58. Minnesota Mutual. 
59. Manhattan. 
60. Atlantic. 
61. Bankers Reserve. 
62. Royal Union Mutual. 
63. Mutual Trust. 
* * 

At the close of 1912 there were but 
forty companies having at least $50,000,- 
000, and their insurance in force did 
not aggregate anywhere near the first 
orty now on the list. The total busi- 
ness in force, including ordinary, indus- 


trial and group insurance at the close 
of 1919 of 220 companies was $36,540,- 
604,000. There is about $500,000 
in force not represented by these 220 
companies, which would bring the total 


.of old line insurance in force up to 37 





billions. For 240 companies at the 
close of 1912 an aggregate of $19,254,- 
793,685 was shown, so that in eight 
years the business in force has prac- 
tically doubled. It is well understood 
that the greater percentage of this in+ 
crease has been made in 1918 and 1919, 
in spite of the heavy losses from in- 
fluenza. 
a. 

Insurance has, therefore, grown from 
baby-size upwards and it is an inter- 
esting question whether the “man is 
fully grown up.” On the basis of 
105,000,000 population according to the 
1920 census, there is insurance in force 
per capita of $350. It is much the same 
as if everyone—man, woman and child 
—had an undersized industrial policy 
on his life and no other insurance, and 
the way in which business is rolling 
in for 1920 tends to prove that the 
whole country is yet underinsured. The 
assumption is made, of course, that the 
whole population is normal and insur- 
able according to standard tables. On 
the other hand, it must be remembered 
that a part of the increase is due to 
some companies not only issuing poli- 
cies on standard lives, but taking in all 
classes. The hitherto unexplored field 
of sub-standard risks and group and 
the development of scientific tables to 
reduce these hazards has opened up 
the way to the insuring of practically 
every life, and from the public stand- 
point that would be ideal. Those that 
cannot get it often need it most. 





Home State Agencies 
Are Most Important 





In commenting on a life company’s | 


home state organization, the Bankers 
Life of Nebraska says: 

“Many life insurance companies do 
not appreciate the value of home state 
organization. They extend their opera- 
tions to distant fields where all local 
prestige, valuable beyond measure, is 
lost, and the expense of operation much 
greater. 
do well to ascertain the home standing 
of the company in which they are con- 
templating placing their insurance. Find 
out what the home folks think about 
their proposition—what the character 
of its officers and directors, what 
amount of business it has near its base 
of operations—what kind of agency or- 
ganization in its nearby field—remem- 
bering ever that good 
snapped up by local people. 


Practice of Weak Concerns 


“All questionable business concerns 
make it a point to sell their goods at a 
distance from home where the pro- 
moters of the business are not well 
known. To promote the safe and 
steady growth of a life company the 
home field should first of all be care- 
fully cultivated. As the business grad- 
ually extends to more distant fields the 
momentum of the company in its home 
territory will carry it along. Intensive 
home cultivation also lessens expense 
and is therefore more remunerative in 
net earnings than traversing a conti- 
nent wide area. Gross results may be 
greater in the way of volume by ex- 
tensive territory boundaries, but when 
sifted down to actual profits the com- 
pany showing the largest actual results 
will be the one confined to a limited 
field, carefully supervised. 


Illinois Life Agency Meeting 
The Illinois Life’s $100,000 Club will 
hold its business session at the Hotel 
La Salle, Chicago, on Aug. 14. In the 
evening there will be an informal dinner 
on the roof garden of the Hotel La Salle, 
where there will be entertainment and 


Applicants for insurance will | 


things are 


dancing. Early the next day the club | 
members will leave by special train for | 


Boston. 
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‘“‘A Company For The People’ 


GRANGE 
LIFE INSURANCE 
COMPANY 


LANSING - MICHIGAN 








GENTS representing the Grange Life have a number 

A of points in their favor. It is a strongly ballasted 

institution, so that it appeals to those who are wont 

to scrutinize financial statements carefully. Its invest- 

ments are chiefly in farm mortgages which yield a large re- 

turn. These securities are the safest and most lucrative 
for life companies. 


To the man in the city, the Grange Life has an appeal be- 
cause of its plain, clear and business like policies. They 
meet every personal and business demand. 


To the people in the agricultural sections, the Grange Life 
is regarded as their own particular company. Much of the 
capital stock is owned by farmers. They have been back 
of it from its inception. They are giving it strong sup- 
port. 


The backing of the people in the rural localities mean: 
much to the agents who are selling Grange Life insurance 
They have tangible support wherever they go. They do 
not have to be introduced, because the people know all 
about the company. 


The Grange Life is admirably located in one of the wealthy 
and prosperous states of the Union. Michigan is alive 
with industry. It is a state of manifold resources. It is 
an ideal home office state and a wonderful field in which 
to operate. 








Capital Stock - - $ 185,174.01 


Assets - - - - 732,113.43 
Surplus - - - 204,961.26 
Insurance in Force - $10,967 ,689.02 








N. P. HULL 


President 


C. H. BRAMBLE 


Secretary and Treasurer 


I. D. WALLINGTON 


Superintendent of Agents 








When You Think of Michigan You Always Think of 


THE GRANGE LIFE 
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THE GUARDIAN LIFE INSURANCE COMPANY 


OF AMERICA 


1860 an aniversary. 1920 


The following figures show the growth of this Com- 
pany since the first policy was issued on July 16th, 1860: 

Surplus & Insurance 

Liabilities Div. Funds in Force 


10,000 
866, 390 34,090,100 
13,701 958 1,124, 008 «54 ,199,371 
4, 744, 717 104,327,267 
53, ,133,246 5 082,283 200,179,021 
Received from Policyholders iibengeenteeecenenned $172,071,765 
Paid to Policyholders since organization. .$130,142,891 
Assets held as security for Policy- 
58,215,528 


DENG wcvsensnsebecuwsessanonesteaerne 
188,358,419 








Assets 
194,545 $ 
004 


Net Gain to Policyholders after payment of all 
eS SS, Re ee $ 16,286,654 


NEW BUSINESS PAID FOR 1919..... $37,342,844 
A GROWING COMPANY FOR GROWING MEN 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President and Agency Manager 
50 Union Square, New York City 








THE CRESCENT LIFE INSURANCE COMPANY. 
CAPITAL STOCK (FULLY PAID) $100,000. 


Owned and operated exclusively by Masons (only one of its kind in 
the world). 


COPYRIGHTED CONTRACTS. 


Only Masons need app 1 for Agencies. No advances. No first 
year premium notes. Cash siness. All Physicians must be Masons. 


M. E. Callane, Secretary. Bertram Day, President. 


FLETCHER TRUST BUILDING - - INDIANAPOLIS 








Northwestern 


National Life Insurance 


Company 


MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 


OLD LINE COMPANY 
The Company for Policyholders and Agents 











$50.00 A WEEK FOR LIFE 


while totally disabled from eitherinjury or illness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravelaccident 
AND IT ONLY COSTS $56.00 PER YEAR 


Our top salesman made $12.000.00 last year. Does it in- 
——————— terest you? If so write 





BUSINESS MEN’S ASSURANCE, COMPANY 
W. 7. GRANT, Vice-President. 


AS CITY, MISSOURI 














B. H. WRIGHT 
President 


OF WORCESTER, MASSACHUSETTS 
Incorporated 1844 
1919—SEVENTY-FIFTH ANNIVERSARY YEAR 
For 75 years—far than the average life—the STATE MUTUAL has 

unsurpassed ion and service. 


Additions are made to our agency force when the right men are found. 
STEPHEN IRELAND D. W. CARTER 
Superintendent of Agencies Secretary 


State Mutual Life Assurance Company 
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REQUISITES OF SUCCESSFUL AGENT 


SOME OF THE FACTORS THAT ENTER INTO THE WORK OF THE 
RATE Book Man Wuo ACHIEVES 


By FRED C. HATHAWAY 
Manager Mutual Life at Salt Lake City 


HE first requisite of a successful 

life insurance agent is, in my judg- 

ment, “heart force” (commonly 
called enthusiasm), a red-hot belief in 
the business he is engaged in; first to 
such an extent that he overlooks the 
commissions involved, and only has in 
view the duty he is urging his pros- 
pective client to perform. 

If he has this heart-force in sufficient 
quantity, it will naturally develop the 
second most essential requisite—intelli- 
gent work. In fact, if you have heart- 
force, as the Good Book says, “All 
else will be added unto you.” 


How Much Insurance 

Does Agent Carry? 

One of the first things I ascertain 
from a prospective agent whom I do 
not know is “How much life insurance 
do you carry on your own life?” If it 
develops that he carries none, I gen- 
erally tell him to come back and see 
me at a later date; if he never comes 
back, I feel that my time has been con- 
served. I go on the principle that a 
man carinot be much of a success in 
convincing others to perform a duty 
that he himself neglects. 

Our work seeks to accomplish an 
ideal that is second to no calling on 
earth. Its practical end would do 
away with most of the misery and sor- 
row of civilization. The widow would 
be cared for, the orphan would be edu- 
cated, and perhaps kept from a life of 
drudgery or crime; the debtor would 
be cared for; business institutions and 
great aims of philanthropists would be 
perpetuated, and other benefits too 
numerous to _ recite would follow. 
Now, does it appear to you that one 
actively engaged in such work can be 
a success if he is prompted by a desire 
for mere money, or the position that 
money brings? 


Vision That Carries 

Man Above Money 

I believe that the really successful 
life insurance agent must have a vision 
that carries him above money, and the 
petty, trivial things that little person- 
alities are apt to haggle over. By this 
I mean that he is willing to devote time 
and effort to such things as good citi- 
zenship, which prompts him to spend 
many valuable hours and days in some 
community interest, such as_ civic 
duties, church, fraternal, or charity or- 
ganizations—all the time tempered with 
good judgment and knowledge to keep 
him out of the “goat-feather gathering” 
class, and endowed with a confidence 
that through that great human law of 
compensation he will be rewarded just 
in proportion to the service he gives 
and the intellect he uses. 


Agent Should Back 

Every Good Cause 

._In my judgment this good citizen- 
ship work may be considered to apply 
to any unlift movement—the life un- 
derwriters, for instance. We need 
your help; we are not perfect by any 
means. We fail in much that we 
should accomplish. We take this all 
as legitimate criticism, but please get 
inside and scrap, inste-d of criticizing 
from the outside. 

I used to know an vid business 
philosopher who, to impress his sales- 
men, would hold a 10-cent piece so 
close to the salesman’s eye that he 
could not see a 20-dollar piece lying on 
the desk a few feet away. Now is not 
this an absolute condition with lots of 
our agents? They take no life insur- 
ance journals, they buy no publications, 
they cannot afford membership in 
clubs or fraternal organizations, they 
cannot even dig up $5 yearly dues in the 
life underwriters’ association, and yet 


tunities open all around him? 





they claim that they have an ambition. 
I call it nothing more than a desire. 
I have checked these fellows up in my 
own agency force, and they don’t carry 
life insurance for their families either. 


Greatest Prosperity 
In Its History 


During the past 18 months life un- 
derwriting has enjoyed the greatest 
prosperity of its history. I believe I 
can safely say that this prosperity was 
caused by restraint during the war 
period, and further, because of the 
prominence given to life insurance 
through the government’s War Risk 
Bureau; but, do you realize what we 
have done to permanently elevate the 
business? Almost a negligible quan- 
tity. We have been riding on the crest 
of the wave of prosperity, and do you 
know that the wave has busted, and the 
white foaming mass is all around us— 
that the next six months will tell who 
are salesmen and who have been mes- 
senger boys? 


Salesmen Must Expect 
Some Hard Problems 


When real hard problems come up to 
me as manager, I have always enjoyed 
the thought that if it were not for such 
problems there would be no necessity 
for the company hiring me. Just so 
with real salesmen. You are carriers 
of a great message; you must expect 
men to be sceptical and prejudiced; 
you must expect to meet with adverse 
conditions, for if your prospects were 
not indifferent to what you have to 
offer them, there would be no job for 
you; your boss would hire a messenger 
boy to collect the applications! But 
if you have the heart-force, it will carry 
you over all these rough places, and 
land you high up on the road to suc- 
cess. Life insurance salesmanship re- 
quires and demands more than a pass- 
ive effort; it requires a great and real 
conception of the wonderful cause in 
which we are engaged, but it pays big 
dividends in money, big dividends in 
the actual good you are doing for hu- 
mdnity, and big dividends in the de- 
velopment and broadening of the indi- 
vidual engaged therein. 


Life Insurance Men 
Must Back Association 


To my mind, the last-named develop- 
ment is one that ig not sufficiently 
brought to the front by life insurance 
men. We see little individuals, with 
small viewpoints, come into the busi- 
ness, and through its broadening influ- 
ence gradually develop until they be- 
come real fellows, with a conception of 
some of the fundamentals with which 
humanity struggles; a viewpoint the 
individual could never have gotten if 
he had remained in some protected 
calling or position in life. 

The lawyers have the bar associa- 
tion; the doctors have the medical as- 
sociation; the dentists have an organi- 
zation; even the grocers and butchers— 
yes, even the tramps, have an organi- 
zation! Why is it that the National 
Association of Life Underwriters has 
to scrap for a 20,000 membership, when 
there are over ten times that number 
engaged in the work? What is the 
matter with the life insurance man? 
Can’t he wake up an see the oppor- 
Can’t he 
get a view of that possible picture, and 
then proceed to make it come true? 
Possibly none of us are as big as we 
should be, but let us earnestly strive 
towards the biggest ideal we have. 


Maryland Assurance 
Announcement has been made by the 
Maryland Assurance that it is now issu- 
ing a double indemnity rider on its poli- 
cies. 
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WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive 
Old Line companies in the 
Northwestern field. Writing 
business in its home state at the 


rate of $500,000 per month. 


Men of integrity and ability, 
who wish to stay and build for 
the future, will be given liberal 
contracts directly with the 


Home Office. 


We invite correspondence. 


PROVIDENT INSURANCE 
COMPANY 
BISMARCK, NO. DAKOTA 














ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 


_ J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 














ats C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 


J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
eserves 








I Specialt 
Trance a ° 
Colcord Bldg. OKLAHOMA CITY 








J H. NITCHIE 
. ACTUARY 


+» 19S. LaSalle St. 


1523 Association Bidg 
CHICAGO 


Telephone State 4992 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








EDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 
AND EXAMINER 
402-404 Kraft Buildi 
DES MOINES, IOW. 

















HOTEL WISCONSIN} 
Big’ Hotel of Milwaukee 


HEADQUARTERS for INSURANCE MEN 
500 Rooms-400 with Bath 





















SOUNDS WARNING NOTE | 
SEES LIFE MEN PULL APART 
Chicago General Agent Urges That the 


Forces In That City Pull 
Strongly Together 





One of the leading general agents in | 
Chicago who is in close touch with the | 
agency association movement feels that 
the situation in Chicago from an organ- 
ization standpoint will lead to more or 
less friction and trouble in the life in- 
surance field generally unless the lead- 
ers in the business get together and co- 
operate along constructive lines. He 
calls attention to the fact that there 
are now three organizations; the Chi- 
cago Life Underwriters Association, 
including in its membership company | 
officials, managers and agents; secondly | 
the Managers’ Association, including in | 
its membership only company officials 
and managers, and thirdly the Chicago 
Life Insurance Field Men’s Club, in- 
cluding only soliciting agents. 

Should Be One Head 


This general agent feels that the | 
Chicago Life Underwriters Association 
should reach out its wings and in a way 
co-ordinate the work of all these or- 
ganizations without taking from the 
other two their individual functions. 
He would have the Chicago Life Un- 
derwriters Association as the main or 
parent crganization and the other two 
as auxiliary to it. This would be much 
like the organization of the Bankers 
Association which has a number of de- 
partments. 


Organization Is Unique 


Chicago is the only city so far as is 
known that has an organization of so- 
liciting agents. Some of these men pre- 
dict that in time there will be similar 
organizations in all the large cities and 
they may be formed into a national 
body. This general agent feels how- 
ever that the life underwriters associa- 
tion linked up as it is with local asso- 
ciations all over the country and welded 
into the National Life Underwriters 
Association is capable of handling the 
problems and questions that come be- 
fore life insurance men who are work- 
ing in the field. This general agent 
sounds a note of warning because he 
says if the various interests in life in- 
surance pull apart, keep to themselves, 
make faces at one another, and attempt 
to gain reprisals, etc., no good can 
come of it. This general agent believes 
that there are certain questions per- 
taining entirely to general agents and 
certain ones to soliciting agents. He 
feels that each is entitled to a separate 
organization, but that they should be 
on a co-operative besis with the life 
underwriters association and be in a 
way departments of that organization. 


Will Write Life Insurance 


The Travelers Equitah'e of Minne- 
apolis, which has been writing disability 
business, is entering the life field and 
hopes to be ready to write business in 
Minnesota, Wisconsin, North and South 
Dakota in the near future. It is already 
licensed in Minnesota to write life in- 
surance. It will write only non-par- 
ticipating policies. 


Gets Out New Application 


The Missouri State Life has gotten out 
a new application blank, the outstanding 
feature being the advance binding pre- 
mium receipt. This receipt provides that 
when settlement in full of the first pre- 
mium for the policy applied for is made 
at the time the application is signed the 
applicant will be insured from the date 
of his medical examination, provided the 
company has approved the issue of policy 
exactly as applied for. 


The Detroit Life will have its repre- 
sentatives at Cedar Point, O., Aug. 11-13. 
for a conference and outing. 

















Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only nonparticipating insurance. It is bed rock life 
insurance with no frills or fancy adornments. It is the stuff 
that appeals to the people who want every possible dollar 
of protection they can buy for every dollar deposited as 
premium. 


Our 1920 program is a progressive one that contemplates 
a vigorous and systematic campaign for business. 


We have the policies and the agency contracts. 
We have the home office equipment and territory. 


We now need the men to carry the Indiana National ban- 
the whole 


ner into new strongholds backed solidly by 
organization. 
Last year was a banner year in life insurance. This year 


will be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you 














CHARACTER STRENGTH SERVICE 


NATIONAL FIDELITY LIFE 


Facts 


1. Full time salesmen working WITH NATIONAL FIDEL- 
ITY and using its cooperative program are making money, 


GOOD money. 


2. NATIONAL FIDELITY salesmen are happy and con- 
tented; they receive cordial support, quick appreciation and 
big-hearted understanding from their Home Office associates. 


3. In SERVICE that really serves, in contracts that give 
modern, complete coverage and in a company RECORD that is 
full of pride and satisfaction, the men representing NATIONAL 
FIDELITY find their insurance ideals splendidly realized. 


MONEY MAKING agency opportunities in lowa, Nebraska, 
South Dakota, Oklahoma and Texas. 


Be HAPPY and PROSPEROUS with a Company that is 
both HUMAN and SUCCESSFUL. 


NATIONAL FIDELITY LIFE 


Home Office: Sioux City, U.S.A. 
RALPH H. RICE, President 
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Indianapolis Life Insurance Company 


1917 
1918 
1919 
19 20 


te July Ist 


INSURANCE IN FORCE 


$ 325,000.00 
1,281,909.93 
; ao Managership open 
3,037,135.59 at 
3,760,237.71 South Bend 
4,451,264.48 and 
5,756,690.86 Evansville 
7,011,554.27 Indiana 
8,655,788.49 
10,231,921.21 
12,021,820.06 Write to 
13,665,053.54 


15.532.346.26 HOME OFFICE 
20,456,374.44 Indianapolis, Ind. 
23,521,845.38 


Operates in Indiana, Illinois, Michigan and Texas 














First 


WANTED 


class Field Superintendent. 


For an old line Life Insurance Co. 


Location—Middle West 
Salary and Expenses 


This is an exceptional opportunity. Liberal 
Commission contracts, with perpetual renewals, 
to offer agents. Our policy contracts are un- 
excelled. Correspondence confidential. 


Address, 92-F 


Care THE NATIONAL UNDERWRITER 


175 West Jackson Boulevard 
CHICAGO, ILL. 























“‘The 


Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
modern life insurance. The “contribution plan” of surplus dis- 
tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 


contracts. 


*‘Mutual Life’’—known in every household. Unexcelled 
policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its besti—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street, New York City 





Keep in Touch 
With Policyholders 














HE doctrine which managers are 

preaching to their agents these 
days is: “Keep in touch with you pol- 
icyholders.” The plea for closer re- 
lationship between agent and policy- 
holder is not a new one. It has been 
frequently voiced in the form of serv- 
ice campaigns, policyholders’ months, 
and many other like affairs instituted 
to encourage the agents to give more 
attention to the policyholder. 

The successful agent, however, does 
not have to be told the value of such 
a doctrine. To him the policyholder is 
a prime asset. He sells life insurance 
in a business way, endeavoring at all 
times to satisfy his customers. As 
his list of satisfied customers grows he 
finds that his business increases. He 
does not need to worry about pros- 
pects, because he knows that an oc- 
casional visit to one of his satisfied 
policyholders will turn up any number 
of them. Some agents seem to think 
that after they have been in the busi- 
ness a few years they will have ex- 
-hausted their list of prospects. But 
this is only true when they have neg- 
lected their old policyholders. A 
successful agent was asked the other 
day how much the number of his 
prospects had increased in the past 
four years. He said that in the past 
four years his prospect list had multi- 
plied itself six times. He acknowledged 
that this growth had come with very 
little effort on his part, but was the 
result of his occasional contact with 
his policyholders. 

-— 

The managers who are advocating 
closer relations between agent and pol- 
icyholders speak from experience. All 
of them write a big volume of business 
each year. Many of them apparently 
make very little effort to get this busi- 
ness. It just seems to come to them 
without the least exertion on their part. 
If the biggest part of it is traced to 
its source it will be found that it is 
prompted by a well satisfied body of 
policyholders. During their rate-book 
career these managers made a practice 
of keeping in touch with their policy- 
holders. Today they are reaping the 
benefits. 

I. B. Jacobs, branch manager of the 

Mutual Life in Chicago, declares that 
85 per cent of his business last year 
came from old policyholders. And that 
percentage of Mr. Jacob’s annual busi- 
ness is no small amount. Along with 
being a successful manager he also has 
the reputation of being one of the big- 
gest life insurance producers in the 
west. 
Agents who practice making friends 
of their policyholders have various 
methods which they pursue. Those 
who operate within their own esi- 
dential sec: oa prefer to call on their 
customers. Others who have a more 
widely distributed business send a 
letter or drop their policyholders a 
card now and then. It does not mat- 
ter much what course an agent adopts 
in this matter. So long as it serves 
to remind the policyholder that the 
agent is still interested in him, it will 
be effective. 


Public Life Meeting 


The Public Life of Chicago cele- 
brated its first three months in the 
field with a dinner at the Hotel La 
Salle in Chicago on last Friday. The 
affair was in every way a successful 
demonstration of the company’s aim, 
to be a “stockholders’ company.” 

Over 500 stockholders and policyhold- 
ers participated in the celebration, ex- 
hibiting a fine spirit of enthusiasm and 
cooperation. 

Alfred Clover, general manager of 
the company, was the principal speaker. 
He announced that over $3,500,000 of 




















business had been written by the com- 


The Provident Life 
and Trust Company 
of Philadelphia 


(Penna.) 


Provident agents are sell- 
ing not only protection but 
satisfaction. 


The policyholder who 
matures a Provident Long 
Endowment is a center of 
Provident influence in 
his community. 


PROTECTION + THRIFT —SATISFACTION 








“THE COMPANY ‘OF CO-OPERATI ON" 


DES MOINES 


LIFE AND. 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES @-r Bide.) IOWA 


TERRITORY 
IOWA SOUTH DAKOTA 














“SOMETHING 
NEW FOR 
AGENTS” 





National 
American 
Life 

Insurance 
Company 


— ae — 








Burlington, Iowa 
































, 1920 


iN’ 





y! 





August 5, 1920 


LIFE INSURANCE EDITION 


19 





pany during its first three months, and 
that in the same period 500 new stock- 
holders had been added to the list, 
giving a total of 1,500. The company’s 
capital is now over $175,000, and as 
soon as the additional $25,000 has been 
added the company will begin writing 
accident and health insurance. 

Members of the agency force and a 
number of stockholders pledged them- 
selves to produce a total $5,400,000 in 
new business in an eleven day con- 
test which opened Saturday. During 
the eleven days each stockholder is ex- 
pected to bring in not less than three 
applications. If this is accomplished 
the contest’s production will be far 
over the $5,000,000 mark. Old stock- 
holders and new pledged a total of 
$45,000 in stock at the dinner. 

Among the company’s new activities 
during the next quarter, as announced 
by Mr. Clover, will be the initial work 
on the erection of a home office build- 
ing to be located on Washington street 
in Chicago. The purchase of the prop- 
erty has already been completed, and 
the construction work will begin as 
soon as possible. It is expected that 
the building will be completed early 
in the summer of next year. 


The Benefits of Life Insurance— 
Pearson. 

* * * 

Then there are other books of indi- 
rect value in life insurance work, since 
a study of them will increase that power 
which makes it possible for any sales- 
man to persuade people to purchase 
goods, such as the following: 

Culture by Self Help—Waters. 

Architects of Fate—Marden. 

The Making of Personality—Carman. 

Self Measurement—Hyde. 

Self Culture Through the Vocation— 
Griggs. 

Mutual Aid—Kropotkin. 





Increasing Human Efficiency in Bus- 
iness—Scott. 
*** 


Books prepared especially for Mutual 
Benefit salesmen include the following: 

Lessons in Life Insurance Salesman- 
ship—Henry A, Macgowan. 

The Beers Book—W. H. Beers, Jr. 

Study in Thrift and Economic Inde- 
pendence—W. H. Stanley. 

Safeguarding the Future—W. H. 
Stanley. 

Life Experiences of One Hundred 
Average Men—W. H. Stanley. 

Agents’ Primer—R, L. Foreman. 





Connecticut Mutual Record 


During the first seven months of the 
year the Connecticut Mutual Life’s new 
business has aggregated $53,822,142 as 
compared to $37,833,082 for the corre- 
sponding period of 1919. The July busi- 
ness was $6,800,065 as against $6,983,927 
in July of last year. 


Life Notes 


The Western Union Life of Spokane, 
Wash., has obtained license to operate 
in Texas. 


The annual convention of the $100,000 
and $200,000 Club of the North American 
Life of Chicago will be held in,Chicago 
Sept. 1, and the members leave by boat 
that day for Mackinac Island, 








HOW HE LOST 


A short time ago a representa- 
tive was heard trying to sell a 
likely prospect a large policy. He 
had facts and figures at his 
tongue’s end and was able 
mathematically to prove what- 
ever point he wished to make. 
After a half hour’s interview he 
left without selling the man. 

He was later told his weakness. 
He hadn't painted any word pic- 
ture or pictures to the prospect 
to bring home to him in human 
heart way the need of life in- 
surance, his need and his family’s 
need. He hadn’t shown him that 
while he was prosperous today 
he might die later a poor man 
and leave his family to shift 
painfully for itself. Had he told 
just one of the many well known 
and constantly published true 
human interest stories, showing 
how often that very thing hap- 
pens, the chances are he would 
have sold the man, who sure as 
fate some agent will write for 
a large sum. 

Dry figures only sell little life 
insurance.—International Lifeman. 














Life Insurance Salesman 


J. H. Leffler, Acting President 


The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. 
tained through a permanent connection. 
panies that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


Harry H. Orr, General Counsel 


John W. Dragoo, 


MUNCIE SeereONDIANA 


Permanent success can only be at- 
The companies that stay are the com- 








your service 
men who wish to add cnntoctal 
Write direct to 


to their incomes. 


THE DETROIT LIFE INSURANCE COMPANY, 
M. E. O’Brien, President 


THE DETROIT LIFE INSURANCE COMPANY 


AGAIN NUMBERED AMONG MICHIGAN’S LEADING COMPANIES 


New Insurance Paid for TIED. cvcnccccecnccccccvcccccconccsecocccnes cocecocncccoscoeoncoesosoosooosocoococoocasecoscocosooscesooccesced $ 
Amount of Paid for Insurance EO EROGSRE SEGR, Bi cacoccccccscecccccccncssesccescssoccncosccecoccosesccccosescosoosesesosoooeeees 14,471,571.48 
GREENS. REE, TOGREED TOE Bille c00te00seesses00e0ccse0seensncnnssce0s000507sessneseensec0nsesen1ensenesecsensenesee2n|n;secn;sensswe 1,327, 


The above record was accomplished through the efforts of an efficient and capable Agency Organization. 
UNUSUAL OPPORTUNITIES IN MICHIGAN FOR THE WIDE-AWAKE SALESMAN 
Now is the time to join the Agency Force of a well-established and rapidly-growing organization, 
THE DETROIT ph oy ® “The Company of Service”—SERVICE established both for the good ef Poelicyhelders and Agents. 


We are at Fy wish to join our ranks. We have some very attractive 
Why not get in touch with us, consider the proposition, and then 


Home Office: Blessed Building, Detroit, Michigan. 
James D. Baty, Sec. & Treas. 


ney propositions to offer to energetic 
decide? 














CONTINENTAL LIFE INSURANCE COMP< 


Assets, $3,566,304.16 


Our Policy Forms Contain the Following Provisions: 

dental death, Total and permanent disability benefits, 
Surgical operation benefits, Annual dividends, Optional methods of settlement, Pre- 
mium loans, Cash loans, Extended insurance, Paid up insurance, Cash surrender values, 
Insurance to cover policy loans, Installments certain-Participating, Installments 
continuous-Participating. 
Very Attractive Agency Contracts to Reliable Men 


JOHN W. COOPER, President 


. BY t? | 
’ 


Insurance in Force, $32,...,.! 


Double Indemnity for acci- 
Partial disability benefits, 


Kansas City, Missouri 








: Some Books for the 











HE Mutual Benefit says requests 

are frequently made by agents for 
a list of books on life insurance and 
selling which may be of value. Often 
agents of the company desire to make 
a study of the business in a general 
way. The following list gives the titles 
of some of the best books which are 
considered of value to life insurance 
field men: 


Life Insurance and How to Write It 
—Langstaff. 

Our Best Mutual Friend—Johnson. 

Working and Winning—Johnson. 

The Monthly Income Policy—Nash. 

Yale Life Insurance Lectures. 

Life Insurance Primer—Moir. 

Elements of Life Insurance—Dawson. 

Romance of Soliciting—Harden. 


Life Insurance, A Text Book— 
Huebner. 
Easy Lessons in Life Insurance— 
Jackson. 


What Life Insurance Is and Does— 
Alexander. 

A System of Selling Life Insurance 
—Manning. 

Training of a Salesman—Maxwell. 

The Selling Process—Hawkins, 








George Washington Life Insurance Company 





Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. 
particulars address 


C. B. BEAUMONT, State Manager, 2205 E. 83rd St., Cleveland, Ohio 


For 











Guaranteed Low Cost Policies. 


O. W. JOHNSON, President 





Any one of the above is an absolutely first class opportunity. 
furnish evidence of your ability as a Personal 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


WANTED 


MANAGERS FOR IMPORTANT DISTRICTS IN OHIO — INDIANA — ILLINOIS — MICHIGAN 
As Good as We Can Make Them. 


If your record is clean and you can 
Producer, your application will be considered. 


The Rookery, Chicago 


S. W. GOSS, Vice-Pres. and Agency Mgr. 
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= =~ Chicago’s Finest Hotel ‘“ i= 
by Hotel La Salle has won this mt 
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Central States 


Life Insurance Company 
St. Louis, Mo. 


Insurance in force - - $53,000,000.00 


JAMES A. McVOY 


Vice-President and General Manager 











RARE OPPORTUNITY 


GENERAL AGENT 


FOR THE 
STATE OF KANSAS 


A splendid direct Home Office Contract under which a profitable and 
permanent business can be established, is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $68,000,000 OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL MINNESOTA 


ey N of oe COU ed os = fe). @ 


©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT ° MONTHLY INCOME INSURANCE, 
is] dca LATEST POLICIES AND AGENCY CONTRACT Bai G7-\55 


Openings OHIO. IND.. KY., MICH. and W.VA. Write Columbus 











WANTED 


A General Agent for Cincinnati 
By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 


Look up the record of this Company, then write the 
Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 











= 
YOU CAN 
INCREASE YOUR LIFE INSURANCE SALES and 
LAND THAT STUBBORN PROSPECT 


With the CONTINENTAL'S new and original combination of LIFE and 
INCOME INSURANCE, offered to the American people for the first time 
on an INCONTESTABLE and NON-CANCELLABLE basis. 

This is without doubt the GREATEST selling plan devised. 

Attractive agency openings in Colorado, Washington, D. C., Illinois, Indiana, 
Michigan, Sianssota, Saco, Ohio, Pennsylvania, Texas and Virginia. 


Address: Combination Service Department. 


CONTINENTAL 
ASSURANCE COMPANY CASUALTY COMPANY 
selle Life Insurance selle Casualty Insurance 
H. G. B. Alexander, President 
General Offices: 910 Michigan Avenue, Chicago, Illinois. 


The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 


lyse EST 




















ECRET OF OUR ; 
One UCCESS IS We have a contract for you under which you 
ERVICE income will be limited only by your activiti «: 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, midiicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


EXCELLENT OPPORTUNITY for Reliable, Energetic men to 
represent us in the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY OF COLORADO 


THOS. F. DALY, President 
DENVER, COLORADO 

















Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 





Frans Nelson, President 








« The Giant of the West”’ 

















A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson's “‘Easy Lessons in Life Insurance.”’ $1.00, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. 




















Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 
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EDITION 





MODERN BUSINESS GETTING METHODS 





Family Budget Helps Life Salesman in 
‘Going to the Mat” With a Prospect; 


Schumacher’s Standardized Sales Talk 


Massachusetts Mutual Life at 

Cleveland gives in the “Radiator” 
the company’s paper, what might be 
termed the standard talk that he gives 
in soliciting. His friends call it his 
method of “going to the mat” with a 
prospect. Mr. Schumacher says: 

I am going to try to give you the 
points which were brought out in an 
interview I had a few days ago with 
Mr. John Brown. This gentleman, 
who is 37 years of age, has a wife and 
two daughters (the girls are 4 and 8). 
Mr. Brown admitted that he had ac- 
cumulated but very little, that his in- 
come was $10,000 yearly, and that he 
only had a $2,000 life insurance con- 
tract; he told me that he did not be- 
lieve in insurance. 

I am not going to include the ques- 


G Massac H. Schumacher of the 


tions asked by Mr. Brown and the 
objections interposed by him. It will 
be an easy matter to tell what my 
friend Brown had on his mind. 
Getting the Prospect 

Interested in Proposition. 

“Mr. Brown, when I called to see 





you last week, you gave me a little in- | 


tormation which enabled me to work 
out an interesting proposition for you 
and which, I am sure, you will be glad 
to know about. 

“You say that you are not interested; 
I am not surprised because I haven't 
said a single thing thus far to interest 
you, 

“When you told me the other day 
that you did not believe in life insur- 
ance, I was sure that it was only be- 
cause you did not understand it. You, 
however, told me that you were car- 
rying a $2,000 contract. Surely you 
had some reason for taking out this 
small amount and you must have a 
good reason for keeping it in force. 


General Plan of 

Insurance Explained 

“I want to tell you briefly something 
about the general plan of insurance. 
It was about 225 years ago that Halley 
roughly formulated Nature’s law of 
mortality out of which the science has 
been built, though his tables were used 
for many years only by the British 
Government in selling annuities. The 
old Equitable of London was the first 





BIG EARNERS 

When a prospect who is earn- 
ing big money suggests that fact 
in rebuttal of your arguments, a 
mighty good case to cite to him 
is that of Vernon Castle who 
right up to the time of his being 
killed recently in an aeroplane 
accident was earning a hundred 
thousand dollars a year from his 
dancing lessons, books, and plays, 
yet whose estate was found to be 
only a paltry one thousand dol- 
lars. His $25,000 of life insur- 
ance was the only bright thrift 
spot in all his career, the thou- 
sand dollars being too dim to 
count. 

You can set it down that the 
big earner is a big spender, and 
that of all men who need insur- 
ance he is one who needs it most. 
Drive it home to him, make him 
see it so forcibly that he must 
invest heavily with you.—Inter- 
national Lifeman. 











| would 


Nature’s law and 
life insurance. 
is about 150 


company to apply 
evolve the science of 
This company still lives, 
years old, 
the finest quality. You, of course know, 
Mr. Brown, the record made by life 
insurance companies during the World 


War. The British, French, and Ger- 
man companies are today standing 
sound and firm, paying all claims 


promptly day by day and keeping their 
vital functions and permanent stability 
unimpaired. Life insurance is a science, 
an applied natural science, the applica- 
tion of nature’s law of mortality. Life 
insurance is not to be classed with the 
usual proprietary, money-making busi- 
ness. Its colossal companies have not 
produced a single multi-millionaire such 
as every other kind of “Big Business” 
has produced. It does not exist to 
make money out of its customers. It 
exists to save and earn money for its 
members, who are also its sole or chief 
owners. That is why its contracts are 
so liberal and its practices even 
more so. 


Life Insurance Creates 

Estate Immediately 

“You are interested, I am sure, in 
leaving an estate which will provide 
an irreducible monthly income for Mrs. 
Brown and the daughters. I knew you 
agree with me on that point. 
Your intentions are good. General es- 
tates, as you well know, are the 
accumulation of years; life insurance 
reverses the process. It creates the 
desired estate immediately, allowing 
as many years to pay for it as you 
elect. 

“Mr. Brown, please take a look at 
this family budget and analyze for 
yourself how large a monthly income 
ycu must leave your family; an income 
which will provide food, fuel, clothing, 
shelter, and education for the children. 

“To establish a general estate de- 
pends on accumulation of funds, ability 
to invest, continuation of life, and capa- 
city to handle. Let us assume that it 
is your desire to create a $50,000 es- 
tate. To do this, 


sturdy and strong and of | 


| ing 








it will require an in- | 


vestment of $1,500 to $1,800 yearly for | 


about twenty years. A life insurance 
estate can be created immediately pro- 
viding our medical examiner certifies 
to your good health, our home office 
approves the application, and the first 
deposit is made. 


Safeguard Wife and 
Children First 


“T am surprised to hear you say that | 
|} a sixth to a tenth of their income 


a life insurance contract costs too much 


and that you would prefer to save 
through other channels. Supposing 
you start on this program and death 


comes along; death certainly will stop 
the program, and your wife and daugh- 


| ters will take the estate as you leave it. 


This is not true with a fife insurance 
contract. The moment death occurs, 
your insurance estate is instantly es- 
tablished; all further payments cease. 
Is it not then, Mr. Brown, right and 


| proper for you to first establish your 
insurance estate which will safeguard 
the future of your wife and children 


and then accumulate your general es- 
tate? 

“Before going into the details of my 
proposition, I want to ask you very 
frankly if you know of any reason why 
it would not be possible for our exam- 
iner to certify to your good health.” 
(At this juncture 1 asked Mr. Brown 
a few questions in relation to his fam- 


| nothing. It 


ily history, if he had ever had a serious 
illness; his answers were satisfactory). 
“That certainly sounds good and | can 
see no reason why you would not be 
able to get this contract. It is, of 
course, necessary for an applicant to 
be in excellent health and have a good 
family history to get a contract of this 
kind. 
Analyze Budget 
for Figures 


“I notice that you have 
the family budget. 
arrived at the minimum amount of 
monthly income your family would 
have to have? Well, that’s lucky for 
me; I have my proposition based on 
that very amount.” ($50,000—Option 
‘D’). “You will note that I have 
worked this out on our ordinary life 
plan of contract which will give Mrs. 
Brown a monthly income of $200, This 
will be paid her during her entire life- 
time and when she dies, the capital 
sum of $50,000 will be paid over to the 
daughters in one sum if that is your 
desire, or it can be made payable in 
monthly installments. This is a detail 
which can be handled to your entire 
satisfaction. Yes, you are correct; 
the $50,000 capital sum will yield a 
monthly income of $200. Our present 
interest rate is 43% per cent, 
of which is guaranteed; you will be 
interested to know that we have never 
paid less than 4 per cent and that since 


been analyz- 
Have you 


June, 1917, our present rate has been 
maintained. 
“Yes, I have a reason for suggesting 


a monthly income for Mrs. Brown in- 
stead of having her receive the whole 
amount in a one sum payment. It is 
because 90 per cent of all life insurance 
money which is paid to beneficiaries in 
a one sum payment is dissipated at the 
end of seven years. Therefore, why 
take a chance? Eliminate uncertainty 
and secure certainty. 

“I am glad this income idea pleases 
you. I felt sure it would. 


Combined Savings and 

Protection Account 

“You should not ask me what this 
contract costs; in reality it costs you 
represents a combined 
savings and protection account. That's 
all. I have not mentioned thus far the 
yearly deposit required to carry a con- 
tract of this kind for the reason that I 
always like to show first just what the 


contract includes and what it will do 
| for my client. The thing I have in 
mind is to give you something which 


| You 
| you can take 


will cover every contingency. 

“Yes, the annual deposit is $1,460.25. 
Too much; 
ago that your family would need an 
income of not less than $200 monthly. 
feel that half that amount is all 
care of at this time. Many 
are putting up from 
for 


men, Mr. Brown, 
life insurance. 
“The amount you feel that you can 
set aside will enable you to take on a 
$25,000 contract. I would suggest that 
this be made payable to Mrs. Brown 
in monthly installments of $200; 
will last 169 months at our present in- 
terest rate. 
will see your way clear to take the 
other $25,000 at which time the whole 
amount can be put on the income plan 
suggested. I urge you to go the limit 


now. There never will be a time when 
you need insurance for your family 
more than now and, of course, you 


have no assurance that you can get it 
even thirty days hence. That's a chance 
you are taking. 


Ordinary Life Best 
Form of Contract 


“Yes, the ordinary 
tract is the best for 


life form of con- 
you. If you will 


you told me a few minutes 





3 per cent | 


| live. 


continue to make the same deposits an 

nually and if our present dividend sc aie 
and interest rate continue, your con 
tract will be paid up in about twenty 
two years; you would then be only 
59. At that time you will be given a 
paid-up policy for its full face—$25,000; 
furthermore, your contract will con- 
tinue to participate in the surplus earn- 
ings of the company as long as you 
The first dividend according to 
our present schedule would amount to 
$294 and dividends would ordinarily 
increase each year. If for any reason 
you should care to surrender your con- 
tract when it becomes fully paid-up, 
you will note that the cash available 
amounts to practically what you de- 
posited. To be exact, your net cost 
for carrying the protection amounts to 
only 25 cents per year per thousand 
I am basing this on our present divi 
dend schedule and interest earning. Any 


change would naturally effect the re 
sult. Yes, Mr. Brown, the interest is 
lost. Are you not willing to lose the 


interest on your deposits in order to 
make it possible for your family to do 
the things you would want them to do 
in the event of your death? Certainly 
the loss of interest is offset in the sat 
isfaction of knowing that your family’s 
future is safeguarded. Of course you 
are willing. Every man is. You will 


| agree with me that this is a most liberal 


$25,000 | 


Probably a little later you | 


life insurance com- 
pany would take on an obligation of 
this kind. We have contracted to do 
certain things in the event of your 
death, and these obligations will be 
carried out to the letter. Life insurance 
companies know approximately how 
many people are going to die every 
year, but they do not know which ones 
they are going to be. It is a fact that 
your ticket and mine are 

are numbered, but we don 

they are going to be dr: 


contract; only a 


Cash and Loan 
Value Explained 





Oh, yes, Mr. Brown, we have cash 
and loan values at the end of the sec- 
REQUIREMENTS FOR 


SUCCESS 


By J. KE. Flanigan of Bankers of lowa 


First—Honesty. 

Second—A fair amount of intelli- 
gence, 

Third—Willingness to do a rea- 
sonable amount of work each day. 


Fourth—Loyalty to one’s com- 
pany, and to his agency manager, 
or general agent. We would 


rather have a $200,000 producer 
who is absolutely loyal than a $500,- 
000 producer who is not. 

Fifth—Enthusiasm, This last iac- 
tor, I believe, is the most impor- 
tant of all and is the most variable 
among the different salesmen. The 
degree of success attained by each 
man can be measured very nearly 
in proportion to the enthusiasm 
which he acquires and radiates in 
his work. The most highly suc- 
cessful men are the ones who are 
continuously enthusiastic. rhe 
man who is enthusiastic one week 
and lacking in enthusiasm the next 
week is not a real success. 

What are the factors or causes 
which lead the salesman to be en- 
thusiastic about his work at all 
times? It seems to me that there 
are two underlying reasons: 


First—From the selfish view- 


point, his income is in direct pro- 
portion to the results he obtains. 
Second—The service which he 


can render 
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Globe Mutual Life Insurance Company of Chicago 


Claims Paid by Telegraph 
Claims Paid by Telephone 
' Claims Paid by Special Delivery 


BY CHECK DIRECT TO THE BENEFICIARY. 

CLAIMS PAID “ON SIGHT.” CLAIMS PAID FOR DEATH AND TOTAL AND 
PERMANENT DISABILITY BENEFIT. STANDARD AND SUB-STANDARD RISKS 
ACCEPTED. PRACTICALLY NO REJECTIONS. 
DISABILITY, AND OTHER CASH BENEFITS \ 
RESIDENTS OF CHICAGO AND WITHIN THE FORTY-MILE LIMIT OF CHICAGO. 
THIS IS MORE THAN PAID BY ANY ILLINOIS LIFE INSURANCE COMPANY 

IN THE SAME TERRITORY. 

SUCH IS THE RECORD OF THE GLOBE MUTUAL LIFE INSURANCE COMPANY 
of Chicago, incorporated under the Illinois Insurance Laws, 1895, or twenty-five years 
old. The Globe is the oldest Life Insurance Institution of the State of Illinois 
transacting Industrial Insurance. 


PROGRESS FOR 1919 LAST FIVE YEARS 


Gain im ASsets...cccccseveeeees +70 percent Gain in Assets.......cceceees -+-420 percent 
Gain in Income.......scececeeeees 30 percent Gain in Income.....cccccccccseee 190 percent 
Gain in Insurance..........ss00- 18 percent Gain in Insurance.......+..sse+ 135 percent 


ORDINARY AND INDUSTRIAL BRANCHES: Pushing agents wanted. Our agents 
are making big money. We give them the best leads to work on in the world. 


Apply T. F. BARRY, Sec. and Gen’! Manager and Founder 


431 SO. DEARBORN STREET PHONE HARRISON 199 

















HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 


This Semoaty issues all modern forms of policy contracts from age 8 
months next birthday to 60 years. . 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary policies contain a valuable Disability clause and are guaranteed 
by State Endorsement. 

GOOD CONTRACTS FOR LIVE AGENTS 


Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL 8S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas. 








DISTRICT AND LOCAL AGENTS FOR 


OHIO 


Liberal Agency Contracts 
Attractive Policies 


Excellent Territory 
The Inter Southern Life Insurance Company, of 
Louisville, Kentucky, is ready to offer an unusual 
opportunity to representatives in the State of Ohio. 


If you want to have submitted to 
you an Agency proposition that 
is really worth while, WRITE, 


ELLSWORTH REGENSTEIN, State Manager 
Lock Box 303, Cincinnati, Ohio 











Rare Opportunity 





GENERAL AGENTS and LOCAL AGENTS 
WANTED 


in every county in MONTANA. A splendid 
direct Home Office Contract is waiting for the 
right man. Liberal Contracts—Low Cost 
Policies. This Legal Reserve Company has 
over 300 stockholders in Montana, many of 
whom are Montana farmers. Their co-operation 
means much to the live agent. 


Write for our proposition today. 


Equity Life Insurance Company 
Home Office: Great Falls, Mont. 














lor other you decide to quit. 





ond year and also extended and paid-up 
insurance. Dividends are paid annually 
beginning at the end of the first year. 
Dividends when left with us increase, 
under our present schedule, at 4% per 
cent compound interest. You will 
leave your dividends, of course, in 
order to make the contract paid-up as 
soon as possible. I want to remind 
you also that in case of your death be- 
tore the contract becomes fully paid- 
up, your beneficiary will not only re- 
ceive the full face of the contract but 
also the dividend accumulations. 

“Our automatic premium loan fea- 
ture is also a very fine thing and will 
interest you. Supposing that you, for 
any reason, did not make your de- 
posit when due and the thirty-one days 
of grace had expired. You might be 
out of the city or it might have slipped 
your mind; those things do happen 
occasionally. Your contract will not 
lapse until your cash values and divi- 
dends are completely exhausted unless 
they represent less than a quarterly 
deposit. 

“You can’t lose carrying a contract 
of this kind. Let’s assume that at the 
end of the tenth year for some reason 
If you 
care to take a paid-up policy, it will 
amount to $7,528.25—nothing more to 
pay. Each year thereafter the policy 
will participate in surplus. 


Advantage of 

Disability Provision 

“Now, Mr. Brown, a man who needs 
a life insurance contract for his family 
will need our total and permanent dis- 
ability provision. Of course no man is 
expecting to be totally disabled; never- 
theless, this very thing is happening 
every day somewhere. I have a very 
good friend, who, a few years ago, was 
as strong and healthy as Iam. Today 
he is ‘hanging on by a thread,’ suffer- 
ing from that dread disease—tubercu- 





losis. He has not been able to do any 
work for more than two years. Our 
total and permanent disability pro- 


vision is certainly splendid. If you 
become totally and permanently dis- 
abled prior to age 60, you will not be 
called on to make any further deposits 
but you in turn will receive a monthly 
income of $250. At your death your 
beneficiary will be paid the full face of 
the contract with no deduction on ac- 
count of disability or monthly income. 
It is a certainty that when total dis- 
ability does come, a monthly income of 
$250 would help more than a little, 
and wouldn’t it be fine to know that 
your life insurance contract would be 
kept in force with no expense to you? 
The tables upon which our disability 
rates are based tell us that out of 
1,000 men who are in good health at 
age 45, 31 will become disabled before 
attaining age 60, and 58 before age 65. 
“You will note, Mr. Brown, the causes 
of disability—tuberculosis being in the 
lead with 42 per cent. Please glance 
over these disability claims. Just think 
what our disability benefit means to 
these poor chaps who have been un- 
fortunate. They were just as well and 
husky as you and I when they made 
application. Take note of these seven 
policies on the life of one man. Insan- 
ity is the trouble; premiums of $468.30 
are being paid for him by us but he is 
receiving $1,400 per year and will con- 
tinue to get it as long as the total dis- 
ability continues, which will probably 
be as long as he lives, Pretty fine thing 
for him, is it not? 


Comfort in Having 
Competence at Back 


“Every time I have a conference of 
this kind. I am reminded of some of 
the things I recently read in Samuel 
Butler’s novel, "The Way of All Flesh.’ 
Mr. Butler, in referring to money 
losses, makes one think. I remember 


one thing in particular that he says: 
‘If we feel that we have a competence 
at our backs, so that we can die warm 
and quietly in our beds, with no need 
to worry about expense, we live our 
lives out to the dregs, no matter how 
excruciating our torments.’” 


(Every 





life insurance representative should 
read Mr. Butler’s book and memorize 
what is said about money losses. It’s 
worth one’s time). 

“Where were you born, Mr. Brown? 
When? Wife’s given name? Etc.” (I 
am getting data for the application 
blank although I have not produced it; 
I am assuming that Mr. Brown is sold. 
I have told him so during my conversa- 
tion with him. I am putting him on 
the defensive). “That's fine. I have 
all the data I need. By the way, what 
time will it be convenient for you to 
have our examiner call? His work will 
take but a few minutes. Very well, I 
will have him here at 2 today. Just as 
soon as the doctor certifies to your 
good health, this temporary policy 
(this is our binding receipt) will put it 
in force, providing the application is 
approved by the home office. Oh, yes, 
that’s your receipt; it is called a bind- 
ing receipt by the company, but I like 
to call it our ‘temporary policy’ be- 
cause it serves the purpose of the reg- 
ular contract until it comes, which will 
take about two weeks if everything 
goes through smoothly.” (I did not 
ask Mr. Brown for a check; I assume 
that he will understand that’s what I 
want when I hand him the receipt). 
“No, Mr. Brown, I want you to keep 
that binding receipt; in the first place, 
if you don’t make your first deposit 
now but wait until the contract comes, 
your insurance will not be in force 
until then. You are making application 
because your family would need the 
protection in case of your death. Is it 
not advisable then to get covered im- 
mediately? By this method you are 
taking no chances. I am glad you ap- 
preciate what I have said. Thanks for 
the check; the doctor will be here at 
the appointed time.” 


What Novelist Says 
About Want of Money 


The passage in “The Way of All 
Flesh” to which Mr. Schumacher refers 
is the following: 

“He had never been in serious want 
of money yet, and did not know what 
it meant. In reality, money losses are 
the hardest to bear of any by those 
who are old enough to comprehend 
them. 

“A man can stand being told that he 
must submit to a severe surgical opera- 
tion, or that he has some disease which 
will shortly kill him, or that he will be 
a cripple or blind for the rest of his 
life; dreadful as such tidings be, we 
do not find that they unnerve the 
greater number of mankind; most men, 
indeed, go coolly enough even to be 
hanged, but the strongest quail before 
your insurance will not be in force un 
financial ruin, and the better men they 
are, the more complete, as a general 
rule, is their prostration. Suicide is a 
common consequence of money losses; 
it is rarely sought as a means of es- 
cape from bodily suffering. If we feel 
that we have a competence at our 
backs, so that we can die warm and 
quietly in our beds, with no need to 
worry about expense, we live our lives 
out to the dregs, no matter how ex- 
cruciating our torments. Job probably 
felt the loss of his flocks and herds 
more than that of his wife and family, 
for he could enjoy his flocks and herds 


| without his family, but not his family 


—not for long—if he had lost all his 
money. Loss of money indeed is not 
only the worst pain in itself, but it is 
the parent of all others. Let a man 
have been brought up to a moderate 
competence, and have no specialty; 
then let his money be suddenly taken 
from him, and how long is his health 
likely to survive the change in all his 
little ways which loss of money will 
entail? How long again is the esteem 
and sympathy of friends likely to sur- 
vive ruin? People may be very sorry 
for us, but their attitude towards us 
hitherto has been based upon the sup- 
position that we were situated thus or 
thus in money matters; when this breaks 
down there must be a restatement of 
the social problem so far as we are 
concerned; we have been obtaining 
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esteem under false pretences. Granted, 
then, that the three most serious losses 
which a man can suffer are those affect- 
ing money, health, and _ reputation. 
Loss of money is far the worst; then 
comes ill-health, and then loss of repu- 
tation; loss of reputation is a bad third, 
for, if a man keeps health and money 
unimpaired, it will be generally found 
that his loss of reputation is due to 
breaches of parvenu conventions only, 
and not to violations of those older, 
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| PROTECTING THE HOME AGAINST MORTGAGE 





better established canons whose au- 
thority is unquestionable. In this case 
a man may grow a new reputation as 
easily as a lobster grows a new claw, 
or, if he has health and money, may 
thrive in great peace of mind without 
any reputation at all. The only chance 
for a man who has lost his money is 
that he shall still be young enough to 
stand uprooting and _ transplanting 
without more than temporary derange- 
ment.” 











HE Manhattan Life calls the at- | 

tention of life insurance agents to | 

the great need of protecting new | 
homes to the amount of the mortgage. | 
During the last year, more people have | 
bought homes than ever before. Rents | 
have been so high that people have been | 
driven to purchase their own homes. | 
Most of these are mortgaged. The | 
company, in speaking of this feature, | 
says: ' 

Down in his heart of hearts the av- 
erage man covets a home of his own. 
In the cities where thousands of pol- 
icyholders live in big apartments for 
business reasons or because it makes 
housekeeping easier, the fundamental 
wish of the average man for a house 
of his own is none the less keen. 

He may not be willing to admit this 
to himself even at times, but years of 
apartment house living fail to eradicate 
the wish. Life insurance has been long 
adapted to home buying and home own- 
ing, but the majority of agents do not 
seem to be thoroughly familiar with 
the possibilities of life insurance in this 
connection. 

The average home buyer of today 
has just sufficient cash to make his ini- | 
tial payment, and no more. This is | 
because the greatly increased price of 
houses and the depreciation in the pur- 
chasing power of the dollar have made 
the initial cash payment required twice 
and even thrice as much as it was two | 
years ago. 

* * . 

After putting down $2,000 cash in the 
purchase of a house which costs, say, 
$7,500 and on which there is a $4,000 
first mortgage, there is left a $1,500 in- | 
stallment second mortgage which is to 
be paid off at the rate of $300 per year. | 

In addition to keeping up the inter- | 
est on both the first and second mort- 
gages, the installments must be paid 
every quarter on the second mortgage. 
This is in addition to the fixed ex- 
penses of carrying the house, such as | 
taxes, possible assessments, repairs, etc. | 

+ * 7 





As long as the head of the house has | 
his position and salary, everything may 
go well, but in case of his premature | 
death, the second mortgage, with its | 
quarterly installments, is a particular 
bugaboo to the widow and one which | 
must be financed somehow; otherwise | 
foreclosure proceedings are inevitable. | 

What is more, while the chances of | 
renewing the first mortgage are fairly | 
certain, the second mortgage, if unpaid, | 
is a distinct menace to the continuance | 
of the home after the husband’s death. | 

To guard against the uncertainties of | 
life, every home owner owes it to his | 
family to take out sufficient life insur- | 
ance to cover the amount of the two | 
mortgages on his home, so that upon | 
his death the house may become free | 
and clear automatically. 

* * * 


If for any reason the amount of the_| 
insurance required to be carried to | 
cover both mortgages is bevond his | 
pocketbook, he owes it to his family to | 
at least provide enough to wipe out | 
the second mortgage, which is more | 
likely to be called in, if times are bad, | 
and for whose renewal the “bonus re- | 
quired may easily be 20 percent and | 
even 25 percent. | 

With one standing mortgage on the 
house, the semi-annual interest pay- | 
ments can be put aside as rent without 


Policies and Gowns— 


| agency 


| insurance on the 


undue hardship. With two mortgages 
upon the house, the widow’s small 
equity is in constant jeopardy. 

* * * 


The cost of the extra policy to cover 
one or both mortgages in the case cited 
above is not excessive, and the con- 
stantly increasing cash value of the in- 
surance is better than putting the same 
amount of money in the bank, for, in 
case the assured dies within two or 
three years after purchasing the home, 
his bank savings, if put aside instead 
of paying the money into life insurance 
premiums, would be entirely too small 
to reduce the amount of the mortgage 
appreciably. 

* . - 

It is better to write a separate policy 
covering the amount of the mortgage 
or mortgages, then any additional in- 
surance which the prospect carries will 
be available to take care of family liv- 
ing expenses. 

If the other insurance is payable on 
the monthly income plan, the policy- 
holder will have shown that he had the 
foresight to provide not only a roof 
over the head of his family, but the in- 
come to keep the family going as well. 

7 * * 


Life insurance agents are missing a 
trick if they do not follow up convey- 
ances of property, which are regularly 
printed in many of the daily papers, as 
well as the mortgages recorded from 
time to time. They furnish constant 
lists of prospects who can well be ap- 
proached with such modifications of 





Onto Nationat Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day ot Life Insurance. It is 
the best time to get connected with a solid com- 

pany and build a foundation for the future. Good 
business was never so easy to get. People believe in 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 


President Secretary and Agency Manager 











More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 


Jan.1,1910 Jan. 1, 1915 





Jan. 1, 1920 


Assets $ 4,867,379 $ 8,763,566 $ 18,682,446 
Policies in Force 342,972 551,969 1,058,956 
Insurance in Force 44,780,907 79,619,435 191,495,761 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President © CINCINNATI, OHIO 
Organized February 23, 1888 











the plan outlined above as will suit 
their individual needs. 


Why Some Cost More | 


N a recent address before the con- 

vention of Mutual Trust agents in 
Chicago, Darby A. Day, manager of 
the Chicago office of the Mutual Life, 
who has developed many successful life | 
insurance salesmen in his career as 
supervisor and manager, 
strongly advocated the selling of life | 
merits of the com- 
pany and its policy and not on the de- | 
merits of a competing company. In 


| emphasizing this feature of life insur- 


ance salesmanship Mr. Day told of his 
experience with a wealthy lady who 
entered his office one day seeking ad- 
vice concerning $50,000 of life insurance 
which she intended taking out for her 
son. 

After questioning the lady Mr. Day 
discovered that she was considering 
placing the business with a competitor, 
having been advised by her attorney to 
call at the offices of both the Mutual 
Life and the competing company and 
decide for herself which company she 
preferred. She explained this and said 


| that she would like to have an illustra- 
| tion of the Mutual Life’s proposition. 


Mr. Day knew that a comparison of his 
policy and that of his competitor’s 
would place him at a disadvantage 
inasmuch as his rates were a trifle 
higher. He did not discourage her on 
the other company’s proposition, how- 
ever, but said that he was sorry that 
his company did not give illustrations. 
He explained to her that the Mutual 
Life rates were higher than those of 
the other company, but did not offer 
her any other comparison. 

While she was considering the propo- 








CO-OPERATION 


HE success of our liberal pro- 

gram of agency co-operation 
has made it possible for us to extend 
and improve our methods of selec- 
tion and training. 
It is our plan to make contracts 
each year with a limited number 
of full-time representatives; no 
part-time men being accepted. 
Each representative will be care- 
fully selected and will attend our 
training course at the Home Office, 
which combines in its six weeks’ 
course, a study of the principles 
and practices of life insurance and 
actual field selling under com- 
petent supervision. 


Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 





JOHN M. HOLCOMBE, President 
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CONFIDENCE 


Years of faithful service and cooperation and honest business 
dealings have gained for this Company the unquestionable stand- 
ing and confidence of its policyholders and agents. 

Attractive general agency contracts with unusual opportu- 


nities for reputable, industrious 
nies Tis 


salesmen desiring permanent 
Des MOINES. lows, 
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of the UNITED STATES 
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connection with a strictly ag- 
gressive Company. Modern 
policies containing Double In- 
demnity and Total Disability 
features. 
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ONCE MORE IT 


Leads Them Allin Kansas 


Of eighty-seven old line Life Insurance com- 
panies writing ordinary business in Kansas dur- 
ng 1919, official advices from the State Super- 
intendent of Insurance again demonstrate the 
choice of the people of its Home State to be 


The Farmers & Bankers Life 
Insurance Company 
WICHITA KANSAS 











| In 1919 


44 General Agencies paid for 
$88,000,000 
Standard Business 


Dividend Scale Maintained, Surplus Increased 


New England Mutual Life Insurance Co. 
Boston, Mass. 








An Exclusive Life Reinsurance Company 


THE REINSURANCE LIFE COMPANY 
OF AMERICA 


DES MOINES, IOWA. 


Prompt Service Full Coverage 
Attractive Contracts 





H. B. HAWLEY, President F. D. Harsh, Secretary 















fa large volume of business. 








sition he noticed that she wore a very 
expensive gown. He called her atten- 
tion to the gown, commenting that it 


had probably cost her a large sum of | 


money. She replied that she had pur- 
chased it at Lucille’s, a very fashion- 
able and exclusive shop on the North 
Side, for $2,000. Mr. Day followed up 
his lead closely by reminding her that 
she might have bought the same gown 
at Marshall Field’s for $1,500, or at the 
Boston Store for $1,000, or at the Fair 
for $800, or she might even have pur- 
chased it at some shop on the South 
Side for $500. 

“But you didn’t do this,” he said. 
“The only argument that I have to 


offer is that we are the Lucille of life | 
the | 


insurance.” The lady took out 
policy in the Mutual Life and later in- 
creased it to $100,000. 


Publishing Inefficiency— 
Who Is Responsible 


HERE are some eight directories 

published in a certain field in this 
country, all performing practically sim- 
ilar and duplicate service. Eight times 
the information is laboriously collected, 
compiled and edited. Eight times with 
eight expensive plants, the type is set 
and corrected. All the other expenses 
except say paper, presswork and bind- 
ing are similarly multiplied. All for 
what? Does anyone for a minute jus- 
tify the wicked waste involved in such 
duplication of labor? 

Similarly wasteful conditions obtain 
in a number of business publishing 
fields, notably insurance journalism and 
automobile publishing. And, in fact, the 
field is an exception which does not 
exhibit more or less of this social 
waste. Expenses are multiplied while 
the possible service to reader and ad- 
vertiser is curtailed. Clients and pub- 
lishers are both taxed by this chaos 
and inefficiency. Who is responsible 
for this uneconomic situation will not 
now be discussed, 
ness publishing fraternity gets the 
blame. What is to be done about it: 
Shall the business be 
within or must it be from without? 

An increasing number of buyers of 
products and services are from Mis- 
souri. They want to be shown why they 
should not be able to buy such quality 
and at such prices as could be afforded 


by efficient organization and econom- | 
ical operations of productive agencies. | 


Is it not time for individual publish- 
ers to get the habit of looking at the 
whole business and function of special- 
ized publishing as a unit?—Harris Dib- 
ble Bulletin. 


Says Quality Is Diluted 


PHILADELPHIA, PA., Aug. 2.— 
To the Editor—Some disappointment 
has been expressed on the returns of 
the membership drive of the National 
Life Underwriters’ Association, when 
the actual paid-up membership is con- 
sidered in comparison with the totals 
reported. 

This is very apt to be the result where 
so much emphasis is laid upon quantity. 
There is still another interesting result 
evident in the comment of life insur- 
ance men to the effect that the drive 
after quantity has very much diluted 
the quality. 

The character of the life underwrit- 
ers’ associations, in view of the recent 
policy of expansion, has somewhat 
changed. There are a good many peo- 
ee in the life business, who formerly 
ooked upon membership in the asso- 
ciation as a real badge of professional- 
ism, but no longer care so much for 
the honor. Some of us think that the 
results gained through concessions in 
the basis of organization may have 
come at too great a sacrifice. 

GENERAL AGENT. 








J. F. Branton, Minnesota state agent 
for the Central Life of Iowa, will hold 
his agency meeting at Spicer, Minn., Aug. 
11. Mr. Branton has built up a good 
agency force in Minnesota and is writing 
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WANTED 


to get in touch with Life Insur- 
ance Agents and General Agents 
tor State of Illinois by growing, 
progressive Company. 

Liberal contracts with attractive 
renewals. 


Insurance in force to December 
31, 1919, $6,005,686.00. 


Providers Life Assurance Co. 
Home Offices 
10 South La Salle Street 
CHICAGO, ILL. 











DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 


OHIO 


A. R. BRUEHL & SON 
e GENERAL MANAGERS 
Central Department 
State of Ohio and Northern Kentucky 
Home Life Insurance Company 
18 and 22 Kast Fourth Street 
4 CINCINNATI, OHIO 



































Of Value To 
Life Men 


Important Facts Regarding 
Fraternal Insurance 


Statistics 
Fraternal Societies 


1920 EDITION READY 


The 1920 edition of Statistics 
Fraternal Societies gives all the 
essential facts of the operation of 
180 fraternal insurance societies 
of the United States and Canada. 
Each society is given an exhibit, 
and the general tables recapitulate 
the statistics of all organizations. 

Cost of management, benefits 
paid, insurance in force, member- 





ship, subordinate lodges and 
amount collected per $1.00 are 
given for each of the past ten 
years. 


Rates, officers, assets, liabilities, 
comparative tables showing the 
results of 1919 operations and a 
vast amount of added information 
are given in such a manner as to 
be readily accessible. 

Several mortality and other 
tables and a department for the 
principal fraternal and secret so- 
cieties not furnishing insurance 
as a special feature are included. 

STATISTICS FRATERNAL SO- 
CIETIES is the standard authority 
on fraternal insurance. 

240 pages. 

Prices: Red Flexible ee 
$1.25; Manilla Binding, $1.00 

Send orders to 


The National Underwriter Company 


DUTTENHOFER BUILDING 
CINCINNATI, OHIO 














